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—see page 19 
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“We'll save time and trouble—and we know the quality will be O.K.” 

To countless purchasing agents “Republic” means “O.K.” on steels and 
steel products. They know from experience that every shipment, every 
product they buy from Republic is of the same uniform high quality. They 
assume that all other Republic products are of the same unvarying quality 
—and they are right. 

Republic offers you a centralized source of supply upon which you can 
depend for practically every need in steel—offers you a means for simpli- 
fying your purchases, for relieving your buying headaches and for saving 
Sn money. Write for further information. Republic Steel Corporation, 
TUBING General Offices, Cleveland, Ohio. 





PRODUCTS OF BERGER MANUFACTURING 
DIVISION THAT YOU SHOULD KNOW 


ABOUT * Special fabricated units * steel lockers « 
steel office equipment « steel shelving * automotive 
bins * merchandising tables * sheet metal building 
products (steel ceilings, metal lath and fireproof 


building materials) + Silentaire room ventilator. 





When writing Republic Steel Corp. for further information, please address Department EP 




















BIRTH OF A BATTLESHIP 


A typical example of Goodrich development in rubber 


WING...splash! Two tons of armor 

plate, soon to be part of a new 

U.S. battleship, plunge into a 42-foot 
“pickling” tank. 

All this steel has to be pickled or 
cleaned with acid before it is fabricated. 
The only tanks that could hold the 
acid without corrosion were masonry 
or wood, but they leaked, caused acid 
accidents to workers, frequent delays 
for repairs. 

Then Goodrich found a way to at- 
tach rubber to steel. Next, Goodrich 
engineers developed a combination lin- 
ing of hard and soft rubber that stands 


severe service, used it to line a steel 
tank, protected it further with an inner 
sheathing of brick and timbers. 


This revolutionary Goodrich tank 
ends all danger and expense of leaks, 
lasts for years, prevents costly delays in 
production, saves money for every user. 

A far cry from belting, hose and the 
other ordinary products of a rubber 
company? No, because this illustrates 
what the 150 scientists, constantly at 
work at Goodrich, are doing to improve 
all kinds of rubber products — make 
them last longer, flex better, resist heat, 
air, oil, chemicals, abrasion. Results of 


this work show up in the 
of every length of Goodri 
hose, every sheet of packing. | 
and almost unbelievable as 
of the rare products of Gos 
are largely <7 gene of the 
ments in rubber created by ¢ 
engineers for standard G 
belting, hose and packing. 7 
Goodrich Company, Me 
Rubber Goods Division, Akr: 


Goodrich 
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Established 1915 as “The Purchasing Agent” 
Consolidated with “The Executive Purchaser” 








PURCHASING is an independent journal, not the official organ of any association. 


It is the only 


publication of national scope devoted exclusively to the interests and problems of the purchasing 
executive in industry and government. 
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LONG DISTANCE 
PAINTS A QUICK PICTURE FOR 
PURCHASING MEN 


*“How’s the transportation situation on anihracite?” ... ‘*What’s the exact ten- 
sile strength of that cardboard?” . . . These are random examples of the myriad 
questions put by purchasing men every day through Long Distance telephone 
service. And the answers that flash back paint for the buyer a faithful product- 
portrait. 

Long Distance conversations permit quick inquiries or careful discussion . . . 
at low cost. They are reassuring . . . because details spring into sharp relief and 


every line of questioning can be followed to its finish. — 


In price-buying as well as service-buying, Long Distance is invalu- ‘B&B i 


able — particularly at the present reduced rates. x s 
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utility value to purchasing agents. 








Yours on fiequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
to us, they have been selected by the editors as having greatest interest and 


From among the many submitted 








To obtain copies, simply fill in and mail cc:pon at the bottom of this page. 








Of pertinent interest to purchasing agents is ‘How 
300. to Profit With Air Express,’”’ an 8-page pamphlet 
issued by Railway Express Agency. Specific applications for 
air and air-rail express are pointed out. A map is included show 
ing air express routes all over the United States. A table of 
charges gives rates to and from leading cities. Another table 
shows approximate elapsed flying time between these cities 


The new ‘‘Phillips’’ recessed head, self-centering 
30 l » screws and bolts are illustrated and described in 
an attractive colorful pamphlet prepared by the American 
Screw Co. Scientifically designed, with a tapered recess in place 
of the slot in the conventional screw, ‘‘Phillips’’ screws provide 
faster driving, better holding power, better appearance, reduced 
spoilage, fewer accidents, etc. Available in wood screws, ma 
chine screws, stove bolts, sheet metal screws 


“The Art and Science of Grinding,’’ an interesting 
304. 48-page booklet issued by Sterling Grinding Wheel 
Co., features forty questions answered by an expert, in a section 
titled ‘‘What Do You Know About Grinding Wheels?” Other 
important information includes descriptions of various types of 
grinding wheels and their applications; recommendations on 
testing, operating speeds, etc.; metric conversion, wheel cit 
cumferences, weights of wheels and numerous other tables 


Building business and good will is the theme of the 
e new Howard Paper Co.’s portfolio which contains 
samples of Howard Bond in white and fourteen brilliant colors 


Also included are attractive specimens of letterheads and envel 
opes in plain, laid, ripple, linen and handmade finishes 


3 1 4 Fifteen new stock forms for inventory and stock 
s control records are announced in a pamphlet 
issued by C. E. Sheppard Co. The result of an intensive study 
of thousands of inventory, purchase and stock records used by 
large companies, these forms are adaptable to combination 
purchase-quotation-and-inventory records, raw material control, 
stock and process control, contract and consignment records 


3 l 5 An exceptionally enlightening pamphlet entitled 

s ‘What Do You Know About Envelopes?”’, issued 
by the Outlook Envelope Co., will prove of immeasureable assist 
ance to purchasing agents in determining true value when buying 
envelopes. All of the elements which enter into the price 
namely paper, printing, adhesives, packing—are analyzed in the 
pamphlet for the guidance of envelope buyers 


3 1 ro meet new international airmail regulations 

a. necessitating new five-gram graduated beam prt 
cision scales, the Triner Sales Co. has designed two new scales 
which are illustrated and described in a catalog supplement sheet 
just issued. Purchasing agents interested in effecting savings for 
their export departments on foreign mail through accurate weigh 
ing of letters and packages should investigate these new models 
for use in both domestic and foreign branches 


PURCHASING, !! West 42nd St., New York, N. Y. 
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3 l 8. 0s new sample book of thin papers just announced 
Esleeck Mfg. Co. contains numerous samples for 


records, forms, copies, letterheads, advertising, legal documents 
air mail, branch office and foreign correspondence A variety 
of weights, finishes and colors, in grades ranging from 25% to 
100% rag content, are included 


oe | Representing a complete departure from previous 
s grinding machine design, the new ‘20 Series’’ 
Plain Grinding Machines now being marketed by Brown & 
Sharpe Mfg. Co., are illustrated and described in an 8-page two 
color catalog supplement. Complete specifications and detailed 
analyses of these machines, which are operated entirely by ele 


ical control, are given 


324. sefore and after’’ photographs of shipping boxes 
Bose by various companies are presented in 
IDEAS,” a new portfolio issued by Hinde & Dauch Paper Co 
As its name implies, this publication, in featuring the merchan 


dising success stories which it illustrates, offers ideas for other 


users ol shipping boxes 


325. Efficiency By The Mile” is the appropriate titl 

of an attractive 8-page, 8!/2"x 11” folder devoted to 
the Underwood-Elliott-Fisher Co.’s new fanfold machines. Par 
‘iene interesting to purchasing agents in connection wit] 





purchase order cords and requisitions, these machines 11 
corporate new features of design and automatic operation, su 
as automatic electric carriage return, automatic line spacing, el 
tric repeat line spacing, six-key decimal tabulator, palm tab 
lator, et Buyers have the option of floating sheet or roll « 


a 


bon paper 


32€ he “Speed-Mo” line of modern marking devic« 
and office and factory specialties—used by purcha 


ing n hundreds of large companies—is shown in tl 
Rivet "O Mig. Co.’s new Catalog No. 138. Among the items illu 
trated are a unique and comprehensive variety of stamp pad 
fountain oe ;, rotary daters, time stamps, line daters, lin 
numberers, t1 file moisteners, punches, etc 


3 4 3. A vivid colorful new 8-page, 8'/2” x 11” catalog, re 
Victor Electric Products, Inc., illustrates 





the cor ne of Victor ‘‘Miracle Breeze’? Fans, whicl 
offer the poole feature of cooling comfort without draft or 
blast \ number of models for use on desk, floor and ceiling ar: 
hown, in addition to exhaust fans, ventilators and automati 
huttet Detailed descriptions are accompanied by complet« 
pecificatior 

244. italog Binder Service,’’ a 24-page booklet pul 
ed by National Blank Book Co., descirbes vari 

ous types speci ial binders available for manufacturers’ or whol 
ilers’ “athe leaf catalogs, also covers preliminary consideration 
in selection of a binder mechanism in considerable detail. Nu 
merous types of bindingsare represented, each adapted to a special 
set of service requirements, such as frequent sheet changing, out 
door use, compactness, inclusion with sales portfolio, etc. Special 


designs in such covers are made to order. 


34 B. F. Goodrich Co.’s 1938 replacement line of 
5. single-groove fractional horsepower V-belts is com 
pletely described in two important references, the V-Belt Data 
300k 3 the V-Belt Conversion List. By referring to the 138 
page V-Belt Data Book, purchasing agents can determine the 
number, size and price of a Goodrich replacement V-belt for 
numerous leading makes of water pumps, wood-working ma 
chines, stokers, oil burners, air compressors, refrigerators, buffing 
machines, gasoline pumps and other machines. The 16-page 
7 3elt Conversion List enables the ‘‘P.A.”’ to find a Goodricl 
belt that can be interchanged with a belt of another make 


246. An informative pamphlet entitled ‘“A Yardstick on 

Aunber Buying’’ features a table of comparative 
ratings of Pe: and mechanical properties of commercial 
domestic woods. Published by Clinton G. Bush Lumber Corp., 


it enables purchasing agents to determine the best wood for a 
specihe purpose 


Additional listings on pages 6, 8) 
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A Touch of the Finger 


DOES IT 


Air tight seal 
for cans. 


Quick, easy repair 
of printed matter. 


For combining 
forms and work- 
sheets. 


For combining 
items in introduc- 
tory deals. 






SCOTCH CELLULOSE TAPE 


seals instantly without water. 


Made of heavyweight cellophane 
—fully transparent. 


This new sealing and mending 
tape has unusual strength and re 
mains transparent. 


Seals instantly with slight pressure 
—a touch of the finger produces a 
strong, positive seal that will not 
dry out or loosen. 


Has many office and plant uses 
that save time and money. Send 
coupon today for introductory 
order. 





Streamlined 
Heavy Duty 
Dispenser 










Utility Dispe sé 


Gentlemen: 


Please ship the 
I have checked 


() 6 rolls %4”x300 in. Scotch Cellulose Tape 
transparent in Utility Dispenser 


C) 2 rolls 1/2’x2592 in. Scotch Cellulose Tape 
transparent .. $2.30 


1 Heavy Duty Dispenser ira ahs aoe 1.40 § 
Name__ 


Address___ 


City___ State 








Made and Patented in U.S. A. by a 
MINNESOTA MINING & MFG. CO 


SAINT PAUL MINNES 
Under one or more of the following U.S. Patents: Nos 1357020 1779588 1814 
1856986, 1895978, 1954805, 1959413, Re No. 18742. Re N 


Canadian Manufacturers and Distributor: 


CANADIAN DUREX ABRASIVE Ltd., Toronto, 
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Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
to us, they have been selected by the editors as having greatest interest and 
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347 An actual sample of Cell-Tite, a soft, sponge-like 
« rubber consisting of countless tiny cells filled with 
nitrogen, accompanies a new folder issued by Sponge Rubber 
Products Co. entitled ‘““‘How to Use Cell-Tite Gaskets.’’ Cell 
Tite is extremely resilient and waterproof. Gaskets made of it 
are in extensive use on doors of refrigerators, ice cream trucks, 
shipping containers, freezing units, etc. Cell-Tite is also avail 
able for moulding of a wide variety of items. Other standard 
Cell-Tite products include valve enclosures, tubular pipe cover 
ings, dry ice blankets, general marine articles, etc. 


348 The complete up-to-date line of Black & Decker 
e portable electric tools is illustrated and described 
in a new 54-page, 8'/2” x 11” catalog just out. A number of new 
tools are shown, and improvements in design and construction 
have been incorporated into many of the familiar units. Among 
the electric tools represented are drills, shears, screw drivers, 
grinders, sanders, surfacers, polishers, nut runners, etc 


349 A comprehensive 144-page, 8'/2” x 11” catalog of 
« power transmission equipment has been issued by 
The Medart Co. Specifications and prices are given for a wide 
variety of transmission products including pulleys, V-belt and 
rope drives, bearings, shafting, clutches, couplings, hangers, base 
plates, etc. 


350 Containing new illustrations and specifications, the 
« new edition of ‘‘How to Paint Concrete, Stucco, 
Masonry and Other Surfaces,’”’ published by Medusa Products 
Co., tells how to paint damp basement and warehouse walls; 
concrete floors; interiors and exteriors of factories and industrial 
buildings constructed of brick, concrete, stucco or unglazed 
tile; concrete swimming pools; industrial silos, etc. 


l Buyers of shipping containers will welcome the 
35 « complete textbook on ‘Sealing of Corrugated and 
Solid Fibre Containers,’’ just published by Robert Gair Co., Inc. 
Its 36 pages cover all kinds of closures, discussing in detail ad- 
hesives, gummed paper tape, metal stitches and staples, metal 
straps or wire. 


An attractive &8-page folder illustrates and de 
352. scribes Clearing Machine Corp.’s crankless steel 
double and triple action power presses. 

One of the most voluminous wholesale merchandise 
353. catalogs ever issued is Joseph Hagn Co.’s 640-page 
1938 Jewelry and Gift Book. In addition to diamonds, watches, 
jewelry and silverware, this book also shows a large selection of 
furniture, apparel for men and women, toys, electric appliances, 
leather goods, luggage, prizes, premiums, etc., including many 
nationally advertised items. 


A folder issued by Slater Electric & Mfg. Co. lists 
354. specifications and prices for its line of street lamps, 
widely used by municipalities. This company also manufactures 
lamps for industrial needs. 
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3 Highlights on the use of flexible metal hose ar 
55. presented in the American Metal Hose Co.’s 12 
page Bulletin CB-9. This booklet briefly describes applications 
for and methods of using flexible metal hose for the following 
operations and industries: maintenance and production, machine 
tools, road building, air conditioning, heating, refrigeration, 
machine design, automotive, railroads, marine, aircraft, plastics 
molding, vulcanizing, internal combustion engines. 


356 Savings of 13!/2% to 25% in fuel costs through use 
= of its unit heaters is claimed by the Modine Mfg 
Co. in its 16-page, 8'/2” x 11” Bulletin No. 936. Entitled ‘‘Why 
Industry 1s Modernizing with Modine Unit Heaters,’’ this book 
let includes 24 photographs of actual installations in well-known 
plants, cross-section photos showing construction features, and 
data tables. In addition to heating, unit heaters are in growing 
demand for industrial drying 


357 A carefully compiled chart of service recommenda 
» tions which enables any buyer of packings to select, 
quickly and easily, the kind and type of packing best suited to 
his requirements appears in the new 112-page stiff-covered book 
on Mechanical Packings published by Linear Packing & Rubber 
Co. All types of packings—asbestos, flax, duck, rubber, semi 
metallic, moulded, plastic, etc.—are illustrated and described 
Sizes, weights and footage are given, and detailed technical data 
is tabulated 


358 A handsome 20-page, 8'/2” x 11” brochure explains 
» the Metal Edge method of packaging clearly with 
the aid of profuse illustrations, many in full natural color his 
method, which enables users to assemble their own boxes, claims 


savings in space, time, labor and money; reduction in box inven- 
tories; elimination of spoilage. 


359 Che advantages obtained by use of Insulbrix in 
e hundreds of installations are described in an 8-page 
bulletin, No. 323, issued-by Quigley Co. Insulbrix, light weight 


low heat storage insulating fire brick, are used for direct exposure 
to flame and gases in boiler furnaces, ovens, kilns, ete 


360 64 photographs showing the diversified applica 
« tions of Texrope Drives on numerous types of 
machine tools dominate Allis-Chalmers Mfg. Co.’s Bulletin 1259 


This colorful 32-page, 8! x 11” publication bears the title, 
‘‘A Fine Tool Deserves the Perfect Drive.’’ 


361 Several new developments are included in the 
» Mullins Mfg. Corp.’s Catalog No. 6, illustrating 
its line of all-steel material handling equipment. Represented 
in this 32-page, 8'/2” x 11” loose-leaf book are skid platforms, 
storage bins, boxes, tiering storage units, tote pans, box truck 
bodies, pall ts, etc 


362 Complete technical data on standardized cylindri 
» cal tanks, covers and outlets is contained in Haveg 
Corp.'s Bulletin B-1 Industries where chemical corrosion enters 
into the manufacturing process utilize these tanks for storage 
pressure, pickling, dye vats, reaction ‘vessels, filters, electrolytic 
cells, decanters, evaporators, crystallizers, et« 


363 A “Simplified Packing Recommendation Chart,” 
» mounted on heavy board for convenient wall hang 
ing, is being distributed by New York Belting & Packing Co 


\mong the types of service represented are steam pressure, hot 
water, cold water, ammonia, brine, air, gasoline, oil 


364 Che correct way to address shipments, helpful ad 
» vice on the cutting of stencils, marking of ship- 
ments, use and care of marking equipment is given in the 32-pagt 


Hand Book No. 38, used by Marsh Stencil Machine Co. Stencil 
cutting machines, fountain stencil brushes, stencil boards, inks, 


t 


ete., are illustrated 
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From start 


UNMATCHED LABORATORY 





to finish 


ONTROL 


assures the quality 


of these Cold-forged Socket Screws 




























FROM the raw material to the fi 

ished product, the outstandin 
quality of PARKER-KALON Cold 
forged SOCKET SCREWS is saf 
guarded by the most thoroug 

control known in the screw in 
dustry. A $250,000 laboratory 
checks every detail .. . guara 
tees that every box of Screw 
you get will be uniformly pe: 
fect in precision, strength and 


appearance. 


Don’t fail to try these Park« 
Kalon products. You will find 
that a higher standard of quali 
in Socket Screws has been esta! 
lished. Write for FREE samp} 


and our interesting bulletin. 
@ 


PARKER-KALON 
CORPORATION 


206 Varick Street, New York 





ee. KALON 


coed 


OCKET ‘SCREWS. 
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365 Twenty-one factors that contribute toward perfect 
« gluing operations are listed in an informative foldet 
prepared by Arabol Mfg. Co. under the title, ‘‘Things to Remem 
ber About Glues, Gums, Pastes.”’ 


366 A complete line of washable uniforms for men and 
« women in every occupation is presented in the 
unusually handsome 48-page 1938 Uniform Catalog issued by 


Angelica Jacket Co. Natural color photographs illustrate each 
garment 


rhe new unique Bitumastic Visual Index issued by 
367. Wailes-Dove-Hermiston Corp. enables buyers to 
determine the proper industrial coating for the protection and 
decoration of all paintable surfaces in and around a typical indus 
trial plant. The drawing of the plant is accompanied by an 
alphabetical index of surfaces, a numerical! list of paint products 
and a terse description of the properties of each product, including 

_ its coverage and drying time. 
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68 \ pictorial presentation of its line of conveying 
3 » equipment features the new 32-page, 8'/2” x 11’ 
book, ‘“‘Equipping Industry for Continuous Production,”’ just 
released by Mathews Conveyer Co. Photographs depict ap 
plications of various types of conveyers in many industries, and 
t ribes the characteristics of seventeen types of conveying 


69 Claimed to be the world’s lowest priced welder for 
3 » heavy industrial work, the Commonwealth Mfg 
Corp.’s Model 175 Are Welder is the subject of an attractive two- 
color broadside which provides complete particulars concerning 
all features and application, as well as detailed specifications 
Backed by a money-back guarantee, this model, it is contended, 
performs practically all the work of other electric arc welders 
costing $150 to $1,400 more, handles everything from lightest 
gauge metals to heavy castings, is adapted for virtually all in 
dustrial needs 


\ revised edition of ‘‘How to Choose A Diamond,” 
370. offering much information of interest and value to 
the layman, has been issued by L. & C. Mayers Co. This new 
lfi-page booklet recounts briefly the modern history of diamonds 
from the inception of the industry in South Africa in 1866 
Avoiding technical language, it analyzes the various phases of 
diamond production and contains advice on the selection of 
diamond 


vg “Stainless Steel for Everyman’ is the title of a 
3 « profusely illustrated pamphlet issued by the 
Ludlum Steel Co., announcing Ludlite, a thin, flexible sheet of 
stainless steel permanently joined to a tough non-metallic back 
ing. It is readily cut and shaped by ordinary household tools, 
and can be cemented or nailed to wood, plaster, concrete, etc., 
thus opening a vast new field of decorative and modernization 
applications with exceptional qualities of wear and insulation. 
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AMERICAN “Superior ROPE 





for the big, tough jobs 


You get the most for your rops 
dollar when you buy America: 
“Superior” Manila Rope. It has the 
tremendous strength and flexibility 
that can only be obtained from 
the most carefully selected pure 
manila fibre. There is no bette: 


rope at any price. 


ORDER FROM YOUR JOBBER 


Western Factory Branch: St. Louis Cordage Mills, St. Louis, Mo. 
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Plastics Depend on Grinding 


Norton surface grinders are used for a multitude of surfacing operations in the 
tool room of General Electric’s new million dollar plastics plant at Pittsfield, 
Mass. Especially effective on the tool steel alloys used for these molds is the 
new Norton ‘‘B-E’’ bond wheel. 


For the final finishing operations on molds, Norton Mounted Wheels and Points 
are used. They are made of fast-cutting 38 Alundum abrasive and are available 
in an almost unlimited number of sizes and shapes. A catalog showing the 
complete line will be sent on request. 


NORTON COMPANY WORCESTER, MASS. 
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“Gustonm-Made 


Like the new streamliners, Inland 
““Custom-Made” Corrugated Con- 
tainers are stronger in body but 
lighter in weight. They arrive 
safely at their destination with a 
saving in freight and with the as- 
surance of greater good will all 
along the line. 


Made by the pioneers of Kraft 
shipping boxes, Inland Containers 
are the product of 12 years’ exper- 
ience... built of 100° Sulphate 
Kraft liner-board — tough, resilient 
— tried, tested, and proven! 


They’re lighter, because there’s no 
excess bulk — no heavy filler... 
nothing but strong, clean wood 
fibre. Edges or ‘‘score lines’’ are 


not vulnerable to bumps, jolts, or 
scuffing. Inside and out, these 
boxes are dependable protectors of 
products in transit or storage. 


Let Inland Engineers tell you the 
whole story...how Inland Corru- 
gated Containers are made... how 
they’re specially designed for 
YOUR product... how they’re ‘road- 
tested” for reliability and cleanly 
printed to create favorable impres- 
sions. 


Ask for a check-up on your present 
shipping boxes and recommenda- 
tions for containers that will cut 
costs on shipping, breakage, and 
damage. No obligation. Write now! 


INLAND CONTAINER CORPORATION 


a, 
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EXECUTIVE OFFICE: 


SALES OFFICES: CHICAGO... 


INDIANAPOLIS, 
. MILWAUKEE... CINCINNATI 


INDIANA 


COLUMBUS... MIDDLETOWN, OHIO...LIMA, OHIO... PITTSBURGH 
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KF. 0. B. 


(Filosofy of Buying) 


E SEE BY the rotogravure sections that Mrs. 
Wy tem Kinsel of Omaha, proud and smiling mother 
of seventeen children, who surround her in a most un 
usual and most attractive family group, has been en 
dorsed as candidate for purchasing agent of Douglas 
County. Her slogan: “I can make the pennies go as 
far as the next fellow. And with that background, we 
believe she can. Nevertheless, to include that par 
ticular experience requirement generally would seem 
to come under the head of an unduly restrictive specifi- 
cation for the purchasing job. 


EANWHILE, AT HARTFORD, State Personnel 
M Director Harry W. Marsh has conceived a new 
sort of examination. Following a conventional in- 
terview regarding their past work and understanding 
of purchasing methods, candidates for the job of chief 
order clerk in the Highway Department were confronted 
with this problem 


“‘On the desk was a telephone instrument, disconnected. 
The candidate was asked to suppose that he was at 
work in the department, that an emergency call had 
come in from an engineer on a road project, who needed 
50 bags of cement right away, which the nearest de- 
partment storehouse could not supply. The candidate 
was to arrange for delivery of the cement by telephone, 
in an imaginary conversation. They spun the dial, 
asked the imaginary operator to get them such-and- 
such a dealer and then, in a one-sided conversation with 
nobody, arranged for the delivery of the cement. Some 
‘called’ another department warehouse instead of a 
dealer. Time of delivery, cost of the cement, ar- 
rangements to pay for it, how it was to be transported, 
all had to be thought of.”’ 


A couple of practical purchasing men—Arthur Evans 
of the Chase Companies and Fred Space of Seymour 
Mfg. Co.—who have doubtless warmed the wires on 
many a similar emergency call, listened in on the ‘“‘con 
versations’’ and judged their merit as examples of pur 
chasing technique. And unless F.O.B. misses his 
guess, they pondered the fact that so much of a tele 
phone conversation depends on what the fellow on the 
other end has to say. 


XACTLY SIX MONTHS ago, F.O.B. reported 
E the minor diplomatic crisis in New York City 
when Borough President Samuel Levy indignantly 
rejected a lot of Nazi-made fiber cuspidors which the 
Department of Purchase had provided for his office. 
Presumably destroyed and consequently forgotten, the 
offending goboons again made headlines last month 
when they turned up adorning the City Hall corridors 
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leading to the Mayor's office. Hizzoner forthwith des- 
patched a messenger to Commissioner Russell Forbes, 
demanding an immediate explanation. Mr. Forbes 
cited the statute that makes it a misdemeanor to des- 
troy city property, and further explained that the 
fiber cuspidors had been sent to City Hall because his 
department had no more of the domestic, white enamel 
variety The Mavor’s secretary publicly ventured the 
opinion that they would not be around the City Hall 
much longer. Such are the momentous problems that 
vex our statesmen. Maybe the doggone things will 
spring a leak some of these days and solve their own fate 


in a perfectly legal way. 
J @ 


Now that Austria has been officially delivered 
from the perils of Communism, it joins that 
group of governments which can sign their 
' Dictated, but not Red.” 


correspo!l den e 


(he surest way of becoming an economic roy- 
alist is to start out by being an economic 


realist 


HIS HAS BEEN a most embarrassing month for 
: ow considerable army of coal salesmen who spent 
January and February assuring their clients that they 
really wanted to write a more favorable contract but 
that they were forbidden to do so by the Coal Act 
schedules then in force. And some purchasing men, 
we are reliably informed, have not been above remind 
ing them of their frustrated desires. 


A goodly number of the business forecasters 


and we hope they're right—have picked the 


second quarter as the time for the business 
upturn. Well, here it is April. 
> e 


Re HEASLIP’s vocabulary elicits admiration 
from a California editor who noted early last 
month that no less than “five kinds of negative ad- 
jectives are used in a terse survey of business condi- 
tions’ by the chairman of N.A.P.A.’s Business Sur- 
vey Committee. The reference he cited at that time 
was: “‘General conditions, slower; commodity prices, 
weaker; inventories, lower; collections, poorer; em- 
ployment, less.’ You get the idea—business wasn’t 
so hot. F.O.B. respectfully adds his tribute for this 
bit of eloquent moderation in Mr. Heaslip’s report of 
a month later; ‘‘sporadic evidence that business con- 


ditions have stopped getting worse.”’ 
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The No. 14'2P—one of Ml 
the 15 types of Crane’s “a 
brass plug disc valves. 


For Industrial Service 


Good to look at—but better to use—because quality in the Crane 
144%2P does not depend on superficial features. Its goodness is 
thorough. Backed by Crane experience and Crane engineering, 
the 1414P is built to do the kind of work that takes the life out of 
ordinary valves in short order. It’s what’s inside that counts most 
when a valve must operate in partly opened position, or when it is 
opened and closed often. That is why it will pay you to specify the 
Crane 14'4P for throttling, for soot blower, blow-off, boiler feed, 
drip, and drain lines. Use the 14'2P for services up to 150 Ibs. 
S.W.P. at 450°F. Beyond that limit we recommend Nos. 212P and 
382P. The details of design, materials, and construction that mean 
greater hidden values in Crane valves, are found in our booklet 
“The Inside Story of Crane Plug Type Disc Brass Valves.” Get a 
copy. It’s free. It tells a lot of vital facts about valve construction. 


VALVES ¢ FITTINGS ¢ PIPE 
PLUMBING * HEATING * PUMPS 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVE. 
CHICAGO, ILLINOIS 
NATION-WIDE SERVICE THROUGH 134 BRANCHES 
AND MORE THAN 500 WHOLESALERS 
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‘Solving the Proble 





Automatic operation and increasing pro- 
duction speeds emphasize the need for 
greater uniformity and higher quality in 
steels. Realizing the situation, Ryerson 
began work on this problem several years 
ago. Specifications were tightened, and 





inspections made more rigid in order to 
assure uniformity and working qualities 


most desired in each classification of steel. 
The task was slow but we gradually built 
up stocks of these better steels. Today 
we can definitely certify to the known 


m of Quality Control 





high quality and uniformity of all stee| 
in stock from the smallest bar to the 
largest beam. The most modern ware- 
housing facilities and handling methods 
protect and preserve these qualities and 
assure quickest possible shipment. 


Unique Alloy Steel Plan Aids Steel Treater 





To secure uniform high quality alloys, 
Ryerson selects entire heats of steel. The 
chemical analysis, grain size and clean- 
liness rating of these heats come within 
a certain narrow range that assures the 
most uniform and favorable response to 
heat treatment. All bars from each heat 
are marked with identifying letters. Bars 
from each heat are then actually heat 


Principal products in stock for Imme- 
diate Shipment include—Bars, Struc- 
turals, Shafting, Plates, Alloy Steel, 
Tool Steel, Spring Steel, Iron and 
Steel Sheets, Stainless, Babbitt, Strip 
Steel, Welding Rod, Tubing, etc. 


treated to determine their response to 
heat treatment. Special data sheets are 
prepared showing the chemical and 
physical properties, grain size, cleanliness 
rating and hardening characteristics. 
We send this complete data with every 
order of alloy steel. The heat treater 
knows the properties and characteristics 


of the alloy with which he is working. He 
does not have to guess or test. He gets 
better results in less time. Spoilage and 
re-treating are eliminated. 


There are many other advantages for 
users of Ryerson Certified Steels. Let us 
send you booklet Q3 which tells the 
complete story. 


Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, 







Joseph T. Ryerson & Son, Inc. Plants at: Chicago, 
“a 
4 Buffalo, Boston, Philadelphia, Jersey City. 
, - 
(a » 


IN RYE RAIN 



























































0 Applied Economies 


N this highly economic-minded age, there are three important phases of the sub- 


ject that are readily recognizable, and that must be considered. 


1. Economic Law. This is a cause-and-effect relationship determining the 
behavior of various economic factors under stated conditions. As in the case of all 
scientific generalization, the statement and codification of these ‘“‘natural’’ laws is 
based on, and follows, the observation and study of all available experience data. 
It is theoretical only in the sense that our experience can never be actually complete. 
Frequently discredited, the laws have proved themselves and confounded their crit- 
ics time and time again. There is nothing we can do about them except to learn all 
there is to be known about them and to shape our course accordingly. 


stee| ” : ‘0 ; F 
the 2. Political Economy. ‘The return to this older phrase in common usage has 


ou been hailed by students as pointing the close relationship between a government and 
are- 


hods 
and 


the economic condition of the state and its people. It is a legitimate responsibility 
of government to exercise what control it can to improve that condition. Some fac 
tors such as currency, supply, rates and business practices are susceptible in part to 
such control by legislation. Limitations can be imposed, effects can be tempered, 
but the basic law cannot be superseded or altered. It is a responsibility of the 
people to place such control in the hands of a wise and understanding government. 


3. Applied Economics. ‘This is the process of playing the game within the 
limits of the rules established under the two foregoing classifications. Business 
policies, representing the human incentives and reactions to a given set of economic 
conditions, are what set these laws in motion. Particularly it is the purchase—a 
can of grocery staples over the retail counter, or materials for a major manufactur- 
ing schedule—that gives actuality and meaning to economic law. We are acutely 
aware that production facilities without a market, high wages without employment, 
profitable price margins unsupported by sales, and all the rest, are anything but an 
adequate answer to an unsatisfactory economic status. 





Purchasing agents in their capacity as the officials responsible for this highly 
important act of buying, and as counselors to management on the larger aspects of 
the buying function, are a key factor in the economic situation. The laws are known, 
the legislative controls invoked—but the results depend on the purchasers’ reac- 
tion and response. There is no more significant economic report today than the 
monthly consensus of ‘‘buying policy”’ registered in the N.A.P.A. business survey. 
Here, in very definite and tangible form, is the crux of economic action. The intel- 
for ligent approach to a planned economic program cannot disregard or evade that 
policy reaction and hope to attain a desired objective. 


He 
gets 
and 


t us 
the 

The N.A.P.A. convention program at St. Louis next month will do much to 
crystallize the opinion on which purchasing policy and action over the next several 
ago, months will be based. It is no exaggeration to state that while legislative debate 
land, toils on in Washington, and while scores of diligent researchers and analysts and con- 
ity. sultants do valiant work in the interpretation of the current situation, economic his- 
tory will be in the making at St. Louis. 


Every purchasing man owes it to his company and himself to participate in that 
meeting if it is in any way possible to do so; and in any case, to keep himself fully 
informed regarding the convention deliberations. 











STUART F. HEINRITZ, EDITOR 
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What Happens to 
the Order 


Signing the purchase order marks 
the completion of the buying phase 
but it is merely the beginning of 
the manufacturer's responsibility 


W. A. FURST 


General Contract Manager 
Westinghouse Electric & Mfg. Co. 
East Pittsburgh, Penna. 


HAT IS THIS thing we call Now, what are these orders for? 
an order? The “‘customer’s What is the apparatus? The orders 
order”’ is responsible for the present may be broken down into several 
position of our company. It pays classifications : 
all wages, operating expenses, taxes, (1) Standard Apparatus, including 
and dividends to our stockholders; (a) District Stock Apparatus—Watt 
without it, our business could not hour meters, distribution trans 
, formers, lightning arresters, small 
survive. 


and medium size motors 
Every member of the Westing- 
. 8 (6) Works Stock Apparatu Ap 


house organization, irrespective of paratus not used in large quantities, 
position or authority, appreciates some sizes of power transformers, 
: j i larger of the medium size motors, 
the fact that the customer’s order is circuit breakers, high voltage light 
our most important responsibility. a 
In other words, our company can (c) Apparatus Manufactured from 
ie ies Cilicia i Eels Standard Design—These orders may 
remain in business only by having call for apparatus of a standard 


satisfied customers—and satisfied design, i.e., all engineering and 
ust ~ by the waited aud drafting work has been completed, 
customers can only be gained and re- but the size might be such that it 
tained through proper and satis- would not be economical to build 


. i : the apparatus for stock 
factory handling of their orders. si 


(2) Custom-Made Apparatu These 
orders cover apparatus of a definite 
design and requirement, for a par 
ticular customer’s individual order 








By referring to the chart showing 
how apparatus orders are filled, it is 
interesting to note that 52% of allthe 
orders are filled in the District. To 
6% from meet the requirement of quick ship 
aC ment on standard apparatus, it is 
necessary that we maintain stocks 
in District warehouses. The Dis 
trict service department also forms 











a el e . 
an arm of the manufacturing plants, 
and may take apparatus from stock 
264 fro ° ° 
Sri Citi a and build a product to suit a cus 
tomer’s needs. 
26% of all orders received are 
filled from Works stocks. 
16% Manufactured from cae NM " 
Standard Design 16% of our orders are for appara 





tus manufactured from standard 





6t Custom - Made 








designs. 
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The remaining 6% of our orders 
are for custom-made apparatus. 
While these orders may be few in 
number, the dollar value is very 
large. 

What is the flow of these orders? 
There are a number of details re- 
quired in the entering of an order, 
which are taken care of by a system 
provided for this purpose. While 
the system may not be perfect, an 
actual case of trouble experienced 
is not always the fault of the sytem: 
it may be attributed to a slip or 
error due to the human element. 
There may be a number of steps 
which, if analyzed separately, might 
seem superfluous, but these steps are 
actually covered smoothly and in 
very little time. They are just as 
necessary as the steps you go 
through to get your car out of the 
garage. First, you have to unlock 
the door, which requires that you 
take the key from your pocket, 
place it in the lock, open the lock, 
raise or turn back the door; next 
you go to the car, open the door, 
first turning the handle, etc., get 
into the car, and so on, going 
through many steps before the car 
starts from the garage. All are 
necessary, but do not consume any 
time which we would stop to think 
about. The steps shown on the ac 
companying chart are the major 
steps only. 

In cases of orders which cannot 
be filled in the District, they are 
sent from the District to the Works 
division order service group, where 
they are interpreted and _ started 
on their way. On those which are 
to be filled from Works warehouse 
stock, the order man writes up the 
order on the warehouse, copy to the 
shipping department, and the order 
is on its way. Pneumatic tubes 
connect the various Division order 
departments with the warehouse 
and shipping departments, and in 
the majority of cases, the apparatus 
is on its way either the day the order 
is received at the Works, or the next 
day. 

The order for apparatus manu 
factured from standard design and 
parts is reviewed by the Works order 
group, who interpret the customer's 
requirements, check to see whether 
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all the information on the order is 
complete, whether the customer’s 
specifications are fulfilled by the 
instructions on the order, and also 
whether the District has given 
proper instructions for shipment. 
The order is then transferred to 
the Engineering Department. The 
engineer uses a standard data sheet 
form on which is filled in the neces- 
sary specification numbers and draw- 
ing numbers. He then transfers the 
information to the Production and 
Manufacturing Department. The 
engineer very seldom takes more 
than two days, and on a large num- 
ber of orders he has his information 
completed ina day. On some orders 
it may be necessary to make up new 
drawings in order to meet customer’s 
requirements, to change the location 
of the leads on the generator of a 
turbo or the location of the steam 
valve on the turbine end, but every 
attempt is made to save drawing 
room time. Even during the peak 
load last year, we were able to make 
quick deliveries on apparatus where 
we could use our standard design 
information and drawings. 

The orders for custom-made ap- 
paratus are the ones which require 
time in both the Engineering De- 
partment and the Drafting Depart- 
ment. The engineering work might 
be very complicated. It might be 
necessary to carry on some pre- 
liminary work either on the test 
floor or in the Research Department 
before design data can be given to 
the Drafting Department and on to 
the Production and Manufacturing 
Department. During the process 
of manufacturing, it may be neces- 
sary to again contact customer's engi- 
neer for drawing approval or for 
a general discussion of the design 
and manufacturing details. 


Progress of an Order 


The flow chart for an order shows 
the main departments and _ their 
connections. All manufacturing 
units may supply some material or 
parts for a customer’s order: Traf- 
ford may supply insulating material 
for transformers being manufac- 
tured at Sharon, Lima may supply a 
motor for a circuit breaker manu- 
factured at East Pittsburgh. This 
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is indicated on the chart by the 
rectangle marked ‘“‘other Works.” 
These “‘other Works’’ can be any 
one or more if necessary, and are 
made up of the same grouping as 
that group in the center on the 
straight line. The main order group 
receiving the original order from the 
District in turn enters a copy of 
the order on one or more groups. 
Those parts which go to make up 
the apparatus complete are ordered 
from other Works and are supplied 
on the Works’ requisition. In other 
words, the other Works _be- 
comes a feeder division for the 
main manufacturing unit. As 
an example: It is necessary that 
the porcelain works at Derry, Pa., 
supply the transformer works at 
Sharon, Pa., all porcelain for trans- 
formers. However, the same order 
which the District received from the 
customer may call for a carload of 
transmission insulators as well as 
These _ trans- 
mission insulators would be manu- 
factured and shipped by Derry on 


the transformers. 


an order bearing the same cus- 
tomer’s name and order number as 
that received by Sharon, except a 
different suffix. 

This is a general picture of how 
all these orders should flow through 
our works, but I am sorry to say 
we have our troubles. As long as 
we human beings have a finger in 
the pie, there is bound to be some 
difficulty and some misunderstand- 
ing. The better we know each other, 
the less this misunderstanding, and 
then the less the difficulties. 


Causes of Trouble 


It seems that the size of the order 
has no direct relation to the diffi- 
culties experienced. I have seen 
an order for a roll of graphic meter 
paper costing the huge sum of $1.25 
cause quite an exchange of letters, 
and even have our customer 
threaten to quit doing business with 
us, all because of a misunderstand- 
ing. The customer entered his order 
according to a given style number 
and gave a scale for the paper on 
his order. Our order man filled 
the order by style and did not 
check the scale, which was not cor- 
rect. Youknow what happened when 



























































W. A. FURST 


the customer received his pape! 
One of the headaches of the order 

manis to receive thecustomer sor 

and find that the information 

I do not 

this is the customer's fault Pet 


quired is incomplete. 


haps, and this happens frequent! 
the salesman has done a fine sellit 
job and the customer has awards 
him the business without secu! 
sufficient information to fill in 
order form; the order comes 
the office, the salesman is out 
job, and the order is passed o1 
the Works without proper revi 
with the result that delays start 
Again, we receive orders from 
customers which are not comple 
because the engineer or superinte 
ent passed them through to 
Purchasing Department in that 
state, and the Purchasing Depart 
ment, not knowing the details eit 
passed the order through Ws 
back to the customer and advic: 
given, “We will give you the 
formation later; proceed as 
as you can.’ This not only caus« 
difficulties with that particular 
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Flow chart showing the course of an order. 


but the difficulty is reflected to 
other orders. 

This sort of trouble can be mini- 
mized, and in some cases eliminated. 
Some of the customers have de- 
veloped and use a form or data sheet 
which requires the individual in 
their organization requesting the 
purchase of apparatus to fill in 
all the data required to complete 
the request to the manufacturer. 
From experience, we have found 
that when we receive a request to 
bid, or an order filled in on one of 
these forms, we seldom have any 
trouble. 

Perhaps the most serious situation 
is what we call a ‘“‘Hold”’ or change 
notice on an order which we are in 
the process of manufacturing. Let 
us assume that the order has been 
received with apparently complete 
information. The design engineer 
has completed all his design data 
sheets; they have been passed on 
to the Drafting Department; the 
mechanical engineers have approved 
all the designs, and the drawings, 
together with the engineering data 


PacE 18 


sheets, have started to flow to the 
Production Department. As you 
no doubt appreciate, the parts re- 
quiring the longest time to manu 
facture, or to be secured from out 
side suppliers, are routed through 
the Drafting Department first. For 
example: We know that it would 
take several months to secure the 
forging for the shaft of a waterwheel 
generator from the steel company; 
the steel plates for the housing of 
the generator can only be purchased 
from a few of the steel companies, 
ard in case of the very large ma 
chines, from only one steel company, 
because they have the one plate mill 
of capacity to roll these very wide 
and thick plates. In such cases, 
the Production Department not 
only follows through on manufactur 
ing, but also writes up the request 
for purchase of material from out 
side suppliers. The order on our 
Purchasing Department includes the 
drawing of the part, plus a set of 
specifications for the grade steel re 
quired, etc. After the Drafting De 


partment has these details out of 





the way, they start to produce the 
drawings, in proper sequence, for 


the rest of the machine. The work 
in the Drafting Department may 
take three or four months; how 
ever, work is started and proceeding 
in the manufacturing divisions. The 
final drawing work is never com- 
pleted until the machine is finally 
completed, tested, and ready to be 
shipped. This is necessary due to 
the fact that all the oil piping, 
final location of leads, and any 
number of other details must be 
taken care of. We have a complete 
set of drawings of the completed 
machine when it leaves our Works. 
To cite a couple of representative 
a complete set of 60 draw 
ings is required for a 20,833 KVA 
waterwheel generator; a set of 83 
drawings for a 20,000 KVA trans 
former. 


cases: 


Now picture what can happen 
when we are in the process of manu 
facture. We receive in the morning 
mail a note from the District telling 
us to hold up work. What does 
We do not have the 


Does the customer 


this mean? 

faintest idea. 
want to change the design in some 
way? Does he want to make some 
major change? Or, does he want to 
cancel entirely? This might happen 
on any order. How serious is this 
“hold’’?) That all depends upon what 
stage of manufacture the apparatus 
is in. Remember the engineering 
work on a large waterwheel ma- 
chine may be 85% to 90% com 
pleted and in the drafting room in a 
week; in another week the Drafting 
Department may have the drawings 
made for the forging and plates, and 
this material ordered from the out- 
side supplier in the third week after 
the order is started in the Engineer 
ing Department. The drawing for 
the lamination may have been made 
and the tool department making the 
die for these parts. The laminations 
are made in small sections so that a 
man can handle them, and they are 
placed in the 


frame supporting 


member by hand. There are thou 
sands of sections. This process takes 
alongtime. A part of the apparatus 
may be in one of the machine tools 
You know the time 
Continued on page 52 


in the shop. 
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SILHOUETTE STUDIES 
25: John Kennard Conant 


pa ABOUT TWO months ago, ing Ink Corporation in 1929; or that lying philosophy have been 








: some six hundred sales and he was subsequently appointed As- tioned largely by his thrilling 
. purchasing executives gathered at sistant Secretary and _ Assistant unusual experiences in the 
' the Hotel Pennsylvania in New Treasurer of the Corporation in conflict, coming at a highly impr 
York City for a frank discussion of addition to his purchasing duties. sionable period of life, and wit! 
y their mutual problems and relation- In association work, Conant was — emotional impact that might r 
. ships. ‘The spokesman for the sales not “discovered” for seven years, ily have broken a less bala 
" fraternity, doubtless with a prudent for the simple reason that he was character. 
d regard for his future calls on the not asked to undertake any special Genealogy, as such, he holds 
‘ purchasing men in his audience, dip- responsibilities, though his member- teresting rather than importa 
. lomatically pulled his pfinches and ship dates practically to his entrance Nevertheless it is worth noting 
touched upon the subject in a casu- into purchasing work and he was a the family on his father’s side 
\ ally humorous vein. It was an en- regular participant in the meetings predominantly mechanical and |! 
3 tertaining presentation, but dis- from the start. Once drafted for a ness minded (incidentally 
. appointingly indicative that this minor assignment on the reception back in direct lineage to col 
might turn out to be just another committee at New York, however, Salem) while his mother stemn 
. polite exchange of the amenities his cheerful and competent per- from the literary and _professi 
. rather than the serious and construc- formance assured a rapid rise to New England Abbotts. The pr 
8 tive clinic that had been contem- more important positions. In 1936 tical and contemplative chara 
8 plated when the get-together was he became president of the New of each strain is found in the pr 
io arranged. The meeting was then York Association, and is currently generation. 
- turned over to John K. Conant, completing a term as national di- 
od selected as the representative of rector. E WAS BORN September 6th 
le purchasing, and in forty minutes of In the National Association of H at Watertown, Mass., the tl 
- ’ vigorous, forthright and _ practical Purchasing Agents, he contributed of four brothers. Shortly thereafter 
to talk that went straight to the heart an important paper on linseed oil his father’s work as engineer 
on | of the subject without sparing either to the series of commodity studies | Westinghouse, Church, Ker 
1S group, the stage was set for a issued in 1934, was a member of the Company took him to New Y 
at spirited and illuminating discussion Shipman Medal committee in 1937, where he rose to second in comma 
= from the floor, that was terminated and presided ably at one of the The family moved to Upper Mont 
gs | only by the insistent dinner call an general convention sessions at Pitts- clair, N. J., the scene of Jol 
ol hour later. burgh last year. As a_ business boyhood memories and of his gra 
i That experience is characteristic speaker, he has interpreted modern and high school education. 
° of a square-shooting young execu- industrial purchasing before the Among the influences that sta 
ng tive who declines to evade an issue, Hardware Trades Association, out most vividly from those da 
gs who has come to a position of leader- the Peter A. Frasse organization, the was the Montclair Cadet Corps 
id ship in his profession not as an business administration classes at thoroughly organized junior 
it- apologist for purchasing, but be- Upsala College and C. C. N. Y., for military drill and summer 
= cause of his conviction that this isa | and the Metropolitan Purchasers’ campments. The boy took an 
ai business function requiring as posi- Assistants Club of New York City. thusiastic part in this activity, b: 
or tive an attitude as in sales or any It is not a highly spectacular record, particularly impressed by the « 
de other branch of management. No but it is a record of sound and manding officer, whose genuine 
he personal publicity seeker or rhetori- effective service. Conant sincerely for boys did not relax the discip! 
ns cal spellbinder, the plain fact of his believes that it might be duplicated of his training, and by a slight 
ta business record bears out the sound- many times over if a determined older lad named Tinkham, who 
ue ness of that basic belief. It was no effort were made to draw out the one of the cadet officers in charg 
ng accident that he was chosen—as a latent abilities of the membership the group. 
- young man of thirty-three, with at large. Presently the time came to t 
— just five years of experience in of college. Even at that 
= buying—to head the purchasing OHN CONANT Is of the genera- stage, the boy showed a nati 
ols organization in the sizable merger J tion whose whole business record talent for looking ahead, evaluat 
ys which brought his company and is a post-war development. In his a situation and charting a cou! 
ve seven others into the General Print- case, at least, the outlook and under- action. At this time, his father 
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F “safety” were a packaged 

product, you would keep 
your supply room stocked with 
a surplus of that important 
material. You can, however, 
purchase extra safety by the 
foot when you order Manila 
Rope. You buy maximum 
strength and dependability 
when you specify Plymouth 
Ship Brand Manila Rope for 
all operations involving the 
moving of men and materials. 
Plymouth maintains the high- 
est uniform, controlled quality 
by Plymouth methods of fiber 
selection, regrading, prepara- 


tion and spinning. 
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Welland, Canada 


Sales Branches: New York, Boston, Baltimore, 
Philadelphia, Chicago. Cleveland, 
New Orleans, San Francisco 





Pack 20 


serious illness made it necessary for 
John to finance his education by 
floating a personal loan, but this 
consideration did not stand in his 
way. The boys had been encour 
aged to follow their father’s example 
by taking an engineering course, and 
this plan was carried out, though 
less from any inner mechanical urge 
than because of the realization that 
such a foundation would be not 
only excellent training but also a 
substantial asset in a business way. 

Cornell was his first choice, but he 
got there only because of a techni 
cality in the entrance requirements 
at M. I. T., his father’s and uncle’s 
Alma Mater and the school endorsed 
in the family councils. Together 
with his next older brother, who was 
entering at the same time, he duti 
fully arrived to register at the Bos- 
ton imstitution. But to their great 
delight, they found a minor flaw in 
their certification credits; certain 
additional examinations would have 
to be taken. Time and certainty 
were of the essence. Joyfully they 
boarded the first train for Ithaca, 
and a telegram to Montclair ad 
vised the folks at home that they 
were enrolled with the class of 1918 
at Cornell. 


OLLEGE DAYS were marked with 
C serious purpose and strict econ 
omy. The engineering schedule was 
a stiff one, but an extra summer 
course at the end of the second year 
made room for additional work in 
economics, Spanish and accounting, 
reflecting the current expectation 
and enthusiasm for a booming trade 
with South America. Conant 
wanted to be prepared. 

And being a normally balanced 
youth, he also found time to enter 
fraternity life and to take an active 
part in track athletics, soccer and 
baseball, in which he had excelled at 
high school. Thanks to his early 
training in military drill, he at 
tained an officer’s commission in the 
Cornell Cadet Corps, and continued 
in that capacity—-at a small but 
welcome salary—beyond the re- 
quired one year of military training. 
In the summer of 1916 he also at- 
tended General Leonard Wood's 
Plattsburg training camp for busi- 


ness men, as a member of a Cornell] 
student unit, admitted by special 


dispensation. 


A’ rHE THIRD YEAR got under way, 

. the atmosphere was tense wiih 
war talk, and speculation was rif 
concerning America’s probable e1 
try into the conflict. The business 
of education slipped into the back 
ground, in the minds of students 
and faculty alike. The two 
brothers were fired with the general 
fervor, but characteristically relied 
on calm deliberation rather than im 
pulse. They decided that the best 
course was to seek a six months’ 
leave of absence from the Univer 
sity, which would retain their good 
standing academically, and to take 
the opportunity to pick their service 
and be ready for immediate action 
should war be declared. The elder 
reasoned that the war would even 
tually be decided on the high seas, 
and promptly enlisted at the Brook 
lyn Navy Yard—-subsequently, and 
much to his disappointment, serving 
for the duration of the war at Brook 
lyn and Pelham Bay, an object 
lesson in the fallibility of human 
judgment, however well considered 

In the meantime, John was visited 
at Ithaca by the same Tinkham in 
whose corps he had served as a 
Montclair Cadet. Tinkham had 
been with the Ambulance Corps in 
the French Army, and was back in 
this country to organize an ambu 
lance unit among Cornell men. It 
was a chance for immediate service 
and, even more important, it meant 
being on the ground if and when the 
United States joined forces with the 
Allies. John threw away his glasses 
and signed up. 

The unit of about sixty adventur- 
ers was ready and scheduled to sail 
on April 7th, 1917. On the very 
eve of their departure, war was de 
clared and all sailings were sus 
pended. Seven days later, how- 
ever, they were actually under way, 
on the first ship to leave an Ameri 
can port for the war zone after the 
great decision. 

A week or so was spent in Paris, 
getting accustomed to operate the 
Fords they expected to drive 

Continued on page 47 
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“The P. A. told him there might be an order in a couple of weeks.” 
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EFFICIENT SUPPLY 


--. Wins Wars 
--- pays Dividends 


COL. WAYNE ALLEN 


Commanding Officer 
160th Infantry, California National Guard 


Purchasing Agent 


County of 


IFFICULTIES OF procurement of 
D materials during the past year, 
due first to a temporary ‘‘seller’s”’ 
market, and then due to certain 
conditions overseas on account of 
wars and threatened war, empha- 
size the importance of having ade- 
quate supply arrangements. This 
emphasis on the importance of 
adequacy of supply is nothing new. 
Discussion of this important sub- 
ject has filled these pages before. 

But we see certain examples today 
of the importance of supply as it 
affects the marching armies of the 
world. We see China with its mil- 
lions in arms, ten times in strength 
to one of Japan, powerless to stop 
the enemy. Why? Supply, or 
rather the lack of a good supply 
system. China has as many good 
tacticians as Japan, in fact, prob- 
ably more, for experts from many 
other countries have been sent there 
to help them. 

Napoleon was credited with the 
statement that “An army marches 
on its stomach.” But this truth, 
emphasized by Napoleon, was 
known for many centuries before, 
and Napoleon only spoke what he 
had determined from an exhaustive 
study of the campaigns of the great 
generals of history. 

Marshal Foch said, ‘‘The great 
learn from the campaigns and ex- 
periences of others.’’ The study of 
the history of organization and con- 
flict is necessary. He studied it, and 
found that battles had been won 
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only when supply arrangements had 
been perfected. 

He found that the victorious 
army was the army with the best 
system of supply. The battles Na 
poleon won were won when he him 
self saw to it that the supply of 
ammunition and food was more 
than sufficient by a safe percentage 
He lost when he believed that his 
military skill and his “magnetic 
influence’ over subordinates would 
win his battles. 

After years of exhaustive study, 
the General Staff of the United States 
Army has understood the impor 
tance of the adequacy of supply. 
Stated in its Field Service Regula 
tions, ‘‘The impetus of supply must 
be from the rear.’’ The commanders 
of the battle forces in the field must 
be relieved of the detail and atten 
dant worry of supply. An adequate 
system to insure supply of all eche- 
lons is the business of one huge 
department of the Army. 

As we of the purchasing profes 
sion enter into an era full of difficul- 
ties, market flurries such as that evi- 
denced last year, difficulties which 
will confront us due to withdrawals 
of materials on account of war, or 
scarcity due to preparation for de 
fense in event of war, we must 
realize the extent of our responsi 
bilities, whether to a governmental 
agency or to private business. 

Certainly, no great business has 
achieved success and continued 
payment of dividends unless there 


was a constant flow of supplies 
Management of supply in every 
company, in every industry, is just 
as important a part of the manage 
ment as any other part. We say 
that the purchasing agent is an im 
portant agency in the conduct and 
development of any business. We 
can go further and say that he is a 
decided factor in the rise and fall 
of his business—a decided factor 
in the success or failure of the 
business. 

To meet the challenge which cer- 
tainly must exist to every buyer to 
day, he must embrace in his activi 
ties the whole function of supply 
Or some one in the plant should. 
His must be an attitude revolving 
around the continuity of supply, or 
the adequacy of supply, if you 
please. If his is the whole problem, 
then consideration is given to more 
than the element of price. Con- 
sideration is given to both price and 
adequacy of supply. That is, the 
stocks on hand, the responsibility 
of a dealer to deliver when required, 
of a quality certain to meet the re- 
quirements. The When and What 
of a bargain are, as we all know, as 
important as How Much. 

I believe it would be of passing in- 
terest at least to the purchasing 
agent to look back on the activities 
of his counterparts in the armies of 
the past. For a real study of the 
operations and maneuvers of every 
great general shows the importance 
of supply. In fact, the battles lost 
were lost for lack of supplies, and 
battles won, were won because of 
the adequacy of the system of sup 
ply. The destiny of the World was 
undoubtedly changed because Han 
nibal, Napoleon, and Wellington 
had good “‘purchasing agents.”’ 
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The first recorded failure due to 
lack of supply was the Xerxes, King 
of Persia, in his great invasion of 
Greece in 481 B.C. He collected a 
fine army, but planned to live off 
of the country. In the bleak 
country opposite Constantinople, 
the army starved. Retirement fol- 
lowed before the crossing of the 
Hellespont. 

We have read of the great Genghis 
Khan, who in 1220 moved westward 
into Turkestan and to the conquest 
of all of Asia. The popular idea is 
that of rough riding Tartars cover- 
ing a hundred miles a day. Yes, 
the troops of Genghis Khan covered 
100 miles a day, or more, but with 
nine spare horses; extra horses to 
ride and extra horses as pack ani- 
mals so as to insure the supply. 

The fighting of our own Revolu- 
tion raged on up and down the 
Atlantic until Washington deter- 
mined that battles fought as such 
would never vanquish the British 
army. But soldiers had to eat! So, 
with the help of Admiral DeGrasse 
of the French Navy and his own 
land strength, he closed in on Corn- 
wallis and cut off his source of sup- 
ply. Cornwallis had made a mis- 
take in taking as his base York- 
town, on an arm of the Chesapeake 
Bay, from which point he could not 
insure his continuity of supply. 

Napoleon established his power 
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through his personal investigation 
as to the sureness of his procure- 
ment and supply system. His 
recorded failures, such as his Mos- 


eral Maude finally made his plans 
commensurate with the ability to 
maintain the army with adequate 
supplies, he won his objective. 














“An army marches 


cow debacle, were for the want of 
supplies, due to his own personal 
oversight. 

Our great Civil War was not 
ended until the “‘tacticians’’ had cost 
the lives of hundreds of thousands. 
Grant and Sherman moved only 
when their supply system was per- 
fected, halted when over-extended, 
built up the supply system anew, 
and then carried on. The history 
of the War of 1861 is full of ex- 
amples of the failures due to exhaus- 
tion of food and ammunition. 

The World War would probably 
have ended in 1915 had the system 
of supply for the British at Gallipoli 
been sufficient. Here was the op- 
portunity to vanquish the Turks 
and to sever the original ‘‘Berlin-to- 
Bagdad” axis. Food and ammuni- 
tion were not ready for the original 
landing, and the enterprise failed, 
carrying on the War for three more 
years with sad results of men killed 
and wealth squandered. Gallipoli 
will always stand as a horrible ex- 
ample of how not to conduct an 
operation—the major cause for the 
disaster being the lack of ammuni- 
tion, food and other supplies. 

It took two years for the British 
to take Bagdad, although it could 
have been taken in 1914 if the sup- 
ply system could have caught up 
with the ‘‘tacticians.’’ When Gen- 


on its stomach!” 


The basis for all consideratio 
our American Expeditionary For 
under General Pershing was 
ability to supply his armies. Hi 
delayed offensives until he wa 
assured that sufficient supplies wer 
available so that he could folloz 
his success. And with 
supply, he did follow up his succes 
ending the World War within 
months after the first battle invol 
ing the American system of supp! 

We see today the pathetic 
dition of China. It has soldier 
has generals, it knows how to fight 
its men have courage, but ther¢ 
no definite, efficient system of si 
ply. They can’t win. 

In Spain, the so-called Rebel 
“rightist” forces are achieving 
tory because of efficiency of supp! 
So long as General Franco is 
to maintain the present efficix 
of his supply, he’ll succeed. If he 
able to cut off Madrid from supp! 
he will take the country. 

As generals can’t win without t! 
supply department, others can: 
win their ‘battles’ against 
nomic failure unless the purchas 
agent is an efficient, aggressive me! 
ber of the manager’s staff. 

Ours is a big job. History prov: 
it. The march of events in 
future will prove the need for th 
supply man. 
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TARS and TAR 


N ITS BROADEST interpretation, tar includes the 

total distillate from organic materials such as coal, 
wood, bone, etc., but for the purposes of this discussion, 
we will limit ourselves to the heavy condensate supplied 
to the distiller by the gas and coke industry. There is 
a rather close cut division between what is commonly 
received as tar and the relatively low boiling oils which 
are scrubbed from the gas and handled separately as 
crude light oil or collected as drip oil, and which finally 
yield benzene, toluene and xylene through close frac- 
tionation and refining. It will, moreover, be our pur 
pose not to enter into the details of the refining and use 
of the specific chemical components of tar but rather to 
present a broad picture with a few of the problems in- 
volved. 

The problem of the tar distiller is to select and dis 
till the tars which are available, and to combine the 
resultant products—-oils or pitches—-to produce satis- 
factory and saleable materials. He has little or no 
control over the production and hence the quality 
of the tars which he must use, but on the other hand 
is continually beset with increasingly rigid specifications 
for the products he must sell. 

Our principal interest is in the refining of coal tar 
and water gas tar, and in the former we can omit any 
consideration of low temperature tar since it is not a 
factor in domestic tar supplies. By far, the greater 
proportion of the coal tar available is the product of 
coke ovens, while the remainder comes from horizontal 
or vertical retorts. The character and utility of the 
tar is greatly influenced by the following major factors 
in its production: 


1. The type of retort 
2. The type of coal 
3. The temperature to which the gases are exposed 
4. The time of such exposure 
Water gas tars likewise differ in character, depending 
upon: 
1. The type of water gas machine 
2. The petroleum oil used for carburetion 
3. The method of operation 
4. The temperature in the reaction zones 
5. The rate of gas making 


The different coal distillation units produce tars 
more or less typical of each. In vertical retorts the 
gas is exposed to comparatively low temperatures 
(1,100°F to 1,300°F) for only a very short time and is 
cooled rapidly. The tars produced are of low free car- 
bon content and of low specific gravity and viscosity. 
They yield distillates rich in unsaturated and phenolic 
constituents and low in naphthalene. The pitch yield 
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is relatively small and the material is of low free carbon 
content; it is unsatisfactory for many purposes on ac- 
count of its brittle character. 

Coke ovens are operated at temperatures ranging 
from 1,400°F to 1,600°F. 
high rate and exposed for only a brief period to the 


The gas is generated at a 


extremes of temperature. The tars are of intermediate 
free carbon content and of medium specific gravity and 
viscosity. They contain considerable naphthalene and 
phenol, cresols and xylenols, and yield distillates of 
high specific gravity The pitches are of intermediate 
free carbon content and are suitable for the great 
majority of industrial uses. 

Horizontal retorts are operated at high temperatures 
(1,600°F to 1,900°F) to which the gases are exposed fot 
a comparatively long period. The tars are therefore 
distinguished by high free carbon content, high specific 
gravity and viscosity, high percentage of naphthalene, 
intermediate tar acid content and low content of 
aliphatic and unsaturated hydrocarbons. 

They yield distillates of high specific gravity, and 
the pitches are of exceptionally high carbon content 
These tars are usually blended with coke oven tar for 
the purpose of increasing the free carbon content of 
the coke oven tar pitch. 

It is to be realized that conditions vary widely from 
plant to plant. Hence certain coke oven batteries 
operating at high coking rate and having ovens in which 
the gases are exposed for the minimum time to surfaces 
at high temperature may produce tars quite similar 
to vertical retort tars. Likewise coke ovens operated 
under conditions allowing long exposure of the gases to 
high temperature may produce tars more closely re 
sembling those from horizontal retorts. 

Water gas tars are distinguished chiefly by their 
high content of aliphatic hydrocarbons and _ their 
freedom from phenolic and nitrogen compounds. Until 
comparatively recently they were typified by low 
specific gravity and viscosity, extremely low free carbon 
content and by the relatively small yield of pitch re 
covered by distillation. However, during the past 
few years there has been a most striking change in 
water gas tars due to the substitution by gas makers 
of heavy petroleum fuel oil for the well-known gas oil 
previously used for carburetion. The newer tars are 
of relatively high specific gravity and viscosity and con- 
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tain high percentages of free carbon. These tars yield 
less low boiling distillates than do the older gas oil 
products; it is impossible to produce from them low 
carbon pitches similar to those manufactured from the 
earlier low carbon water gas tars. 

The production of refined products from tar depends 
primarily upon a distillation process. Originally this 
was carried out in batch stills which ran as high as 
200 barrels in capacity. Foreign practice inclined to 
favor a vertical or pot still of small capacity, while in 
this country the horizontal still of larger capacity soon 
came into favor. The published literature on tar dis- 
tillation is almost entirely based on batch operation 
with the separation of the tar into its commonly desig- 
nated light, middle, heavy oil and pitch fractions. 


Continuous Tube Stills 


While batch distillation still prevails at many plants 
mainly for the production of special products, it has 
been largely superseded at Barrett Company plants by 
the use of continuous tube stills. In these, the tar 
under pressure is pumped through fire-heated tubes, 
wherein it is brought to the desired temperature and 
then discharged into a flash box. The liberated vapors 
pass to a condensing system, and the pitch runs to 
receiving tanks. This process reduces local super- 
heating and exposure of the tar for long periods at high 
temperatures. For this reason, tars processed in con- 
tinuous stills yield more oil to pitch of any given melt- 
ing point than when treated in simple stills. The addi- 
tion of continuously operating fractionating columns to 
tube stills has made possible the separation of sharply 
defined oil cuts. This type of still is satisfactory for the 
production of pitches of melting point as high as 280°F, 
but is not well adapted to the manufacture of extremely 
hard pitches, the melting point of which may be as 
high as 400°F. 

One method developed by The Barrett Company for 
obtaining the latter material involves the use of fire- 
heated batch stills in which the removal of the oils 
is assisted by the recirculation of inert gases through 
the liquid mass undergoing distillation, thence to con- 
densers and back to the still. 

The Barrett Company has further improved the con- 
tinuous still by the application of a secondary vacuum 
Stage. The pitch discharging continuously from the 
flash box of the still contains residual heat adequate for 
considerable further distillation of oils, if exposed to 
high vacuum. One modification involves the installa- 
tion of a secondary vapor box operated under high 
vacuum; the pitch from the first vapor box is drawn 
continuously into the vacuum box in which the oil 
vapors flash off and are removed through condensers. 
Pitch of 400°F melting point can be made continuously 
without difficulty. Likewise lower melting point prod- 
ucts can be recovered at overall temperatures con- 
siderably below those in the usual tube-still operated 
at atmospheric pressure. This still as compared with 
equipment operated at higher temperature yields more 
distillate oil and less pitch of any given melting point: 
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the pitch is of relatively low free carbon content. ‘Th 
development of the continuous vacuum-still represent 
a distinct advance in the art of refining tar. 


Direct Recovery Process 


The most recent development in tar distillati 
known as the “Direct Recovery Process” of Thi 
Barrett Company, which makes possible the producti 
of oils and pitches directly at the coke ovens. [1 
simplest terms, it depends upon the superheated gas 
from the coke ovens for the distillation of tar, and the 
following brief description of one of the processes it 
wide commercial use will illustrate the general principl 
of the operation. 

The highly superheated gas emerging from a limited 
number of selected coke ovens is delivered continuously) 
through a heavily insulated header to the distillatio: 
main or still. Entering this main at substantially th: 
temperature at which it leaves the ovens, the gas 
copiously showered with tar. Its temperature 
instantaneously and sharply reduced; its superheat 
expended in the heating and distillation of the tar to 
pitch which overflows continuously from the still. The 
gas leaves the distillation main saturated with the high 
est boiling oils vaporized from the tar but is still di 
tinctly superheated as respects the intermediate a1 
lower boiling oils. From the main the gas enters and 
rises through a packed chamber; raw or preheated tar 
showered into the chamber flows down over the packins 
countercurrent to the gas, which becomes saturated 
with the tar oils of intermediate and lower boilins 
range. Any entrained pitch spray is washed from th: 
gas by the tar, which, collected at the base of the satu 
rator, is run continuously to the still and comprises th 
tar feed to that equipment. The saturated gas pass« 
through a short section of dry packing for removal 
last traces of entrained tarry matter and then enter: 
heat interchanger. New tar flowing through tubes 
this apparatus is preheated before its discharge int 
the hot-gas-saturator. The gas is somewhat cooled 
a fraction comprising the higher boiling oils is condensed 
and drawn off. The gas then passes to the final « 
densers which may be of the indirect water-cooled 
variety or of the direct type in which the cooling 
accomplished by means of ammonia-liquor sprays 
The condensed oils and ammonia liquor are conducted 
to decantation tanks for separation. The cooled ga 
free of distillate oils is disposed of by diverting it to th 
main stream of gas from the ovens not employed 
distillation. 


Close Fractionation 


The process has many features of interest. Sharp! 
defined fractions are provided for by the addition at 
selected points in the system of suitable packed tower 
and the refluxing of appropriate hot oils through then 
Residual products ranging from light distilled tars 
pitches of melting point of 400°F or higher are read 
produced in a continuous operation. 

Due to the fact that the tar or pitch is exposed 
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only an instant to maximum gas-temperatures and 


that all subsequent temperatures are considerably 
lower than those normal to conventional processes, 
less decomposition occurs and higher yields of oil are 
obtained than by those conventional methods, par- 
ticularly as respects the production of harder pitches. 
Likewise these products are of relatively low carbon 
content. 

By distillation, we roughly divide the tar into oil 
and pitch. The former may then be further refined by 
extraction for tar acids, crystallization for naphthalene 
and anthracene, and refractionation for the production 
of selected fractions. The pitch may be further 
treated or blended with other pitches to meet the re 
quirements which are demanded of it. There is prob- 
ably no one industry that requires more careful plan 
ning for its operation than that of coal tar distillation, 
on account of variations in consumer demand and the 
interdependence upon one another of the several 
products. An increased oil demand, for instance, 
necessitates the production of an increased equivalent 
of pitch for which a market must be found, if it does not 
already exist, and vice versa. An increase in the de- 
mand for tar acids likewise immediately reflects an 
increase in both pitch and oil production, and a falling 
off in the demand for any one major product immedi 
ately upsets the balance which has been established 
Added to these difficulties is the increasing rigidity of 
consumer specifications which must be met by the 
producer, who has in turn practically no control over 
the crudes which must be used. 


Changing Demand 


An example may be cited from the field of road 
materials, which offers one of the major outlets for re- 
fined tars and pitches. Starting with crude tars, the 
highway engineer, as a result of research and experience 
gradually evolved specifications which became more 
limiting from year to year in an effort to obtain what to 
his mind possessed the most essential characteristics. 
Many of these specifications were based on products 
containing appreciable quantities of water gas tar, 
either as a partial flux in some of the more fluid prod 
ucts or as a distilled base in the heavier binders. Just 
when these specifications had become fairly well es 
tablished, the gas manufacturer, for perfectly good 
reasons of his own, adjusted his process to substitute 
a heavy carbureting oil for the light gas oil hitherto 
used—-and the so-called ‘““Bunker C”’ tar entered the 
picture. It takes little imagination to picture the dif 
ficulties involved in attempting to substitute a viscous, 
relatively high carbon product for a thin fluid and 
extremely low carbon product, particularly when 
specifications based on the utilization of the latter 
material had become firmly established. The problem 
of satisfactorily utilizing this new type of tar has 
presented a succession of problems to the tar distiller 

Another example may be taken from the field of 


creosote 


il which offers, of course, the largest outlet 
Continued on page 61 
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_ PENNSYLVANIA RAILROAD 
operates more than 26,000 miles 
of track in the States of New York, 
New Jersey, Pennsylvania, Dela- 
ware, Maryland, Virginia, West 
Virginia, Kentucky, Ohio, Illinois, 
Indiana, Michigan, Missouri, and 
the District of Columbia. During 
1936 it hauled 35,804 million ton 
miles of revenue freight and 4,278 
million passenger repre- 
senting somewhat more than 11% 
of the country’s railroad traffic. 

For ninety years the company 
has been a leading factor in the 
transportation development and ser- 
vice of the populous industrial and 
commercial regions of the east and 
central west. It has been a pioneer 
in the electrification of long lines, 
in the coordination of rail service 
with motor and air service, in ex- 
tending freight transportation fa- 
cilities to the store and factory door 
through pick-up and delivery. In 
1936—by no means a peak year— 
the average number of employees 


miles 
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Pennsylvania Railroad 


was in excess of 120,000, and typical 
material included 
60,325 tons of new steel rails and 
9,687,028 tons of coal. 


requirements 


Organization 


The purchasing organization to 
serve this large and far-flung opera- 
tion is centralized at Philadelphia. 
Before the World War, two sepa- 
rate purchasing offices were main- 
tained, at Philadelphia and at 
Pittsburgh, buying respectively for 
the Lines East and the Lines West, 
with Pittsburgh as the dividing 
point. In 1920, this set-up was 
revised, and for the next four years 
purchasing was handled on a re- 
gional with a_ purchasing 
agent and a general storekeeper 
reporting to each of the operating 
vice presidents at Philadelphia 
(Eastern Region), Pittsburgh (Cen- 
tral Region), Chicago (North- 
western Region), and St. Louis 
(Southwestern Region). Then 
in 1924 the entire purchasing de- 


basis, 
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in a series of case studies 
outlining the actual organiza 
tion and procedure in repre- 
sentative purchasing depart 
ments. 








partment was consolidated in chars 


of a Vice President—Purchass 


Stores and Insurance, though opera 


tions still follow a regional pl 
similar to the earlier arrangemé¢ 
This method of organization 
proved entirely feasible. 
Reporting directly to the \ 
President are the 
chasing Agent and the Stores Ma 
ger. The very intimate relati 
ship between purchasing and st 
functions in railroading is reflect: 
not only in this organization schem: 
but in the physical layout of 
departments and the smoothly 
ordinated flow of paper work. 1 


PAG! 


General Pu 


it 








































—-. 


a taahin @ in 


SSeS EE" — 














Purchasing Agent's and General 
Storekeeper’s forces jointly occupy 
quarters on the fourth floor of the 
Company’s office building at 32nd 
and Market Streets, and the files, 
stencils, and general correspondence 


pertaining to materials are main 
tained on a common basis. 

The General Purchasing Agent 
outlines the purchasing policies and 
procedure, handles matters re- 
lating to patents and licenses on 
equipment, and has_ supervision 
over the purchase of equipment, 
materials and supplies for the rail- 
road’s use; also the sale of such 
material and equipment as may no 
longer be required. His staff con- 
sists of the Purchasing Agent, Fuel 
Purchasing Agent, Assistant General 
Purchasing Agent, and the Assis- 
tant Purchasing Agent at Chicago. 

The Purchasing Agent is re- 
sponsible for the purchase of all 
materials and supplies except new 
rails, rolling, floating and auto- 
motive equipment, and coal, and 
for the sale of all material and 
equipment. 

The Fuel Purchasing Agent 
handles the purchase of locomotive, 
power plant and station heating 
coal and coke. 

The Assistant General Purchasing 
Agent performs such duties as may 


be assigned to him by the General 
Purchasing Agent, specifically in 
the purchase of new equipment. 

The Assistant Purchasing Agent 
at Chicago serves as contact man 
on local matters for the Purchasing 
Agent; buys fuel coal that originates 
on the Western Region, under the 
direction of the Fuel Purchasing 
Agent; and performs such other 
duties as may be assigned to him 
by the General Purchasing Agent. 
He also purchases materials and 
supplies for the Chicago Union 
Station Company, the Central Indi 
ana Railway, and the Indianapolis 
Union Railway. 

The Purchasing Agent's staff 
includes five Assistant Purchasing 
Agents, each of whom has definite 
responsibility for the procurement 
of certain specified commodities. 
That responsibility includes nego 
tiation, interviewing, selection, 
and the approval of orders or con 
tracts. A_ generalization of the 
commodity groups, each under the 
supervision of an Assistant Pur 
chasing Agent, is as follows: 

(1) Castings and forgings, foun 
dry materials, building materials, 
paints, upholstery supplies, furni 
ture and uniforms. 

(2) Signal and telegraph ma 


terials, materials for 





General Purchasing Agent 
Bi 











roadway 





electrification, wire and cable, non- 
ferrous metals, rubber goods, chemi- 
cals, dining car and commissary 
supplies. 

(3) Tools, hardware, machinery, 
oils and the sale of scrap. 

(4) Steel products. 

(5) Lumber and crossties, sta 
tionery and printing, miscellaneous 
electrical equipment. 

Each of the Assistant Purchasing 
Agents is also assigned as alternate 
in respect to certain of his colleagues’ 
material groups, and over a period 
of time a policy of rotation has been 
observed, with the result that each 
buyer is reasonably familiar with 
all types of normal requirements, 
making for a maximum of flexi- 
bility and for continuing efficiency. 

A commissary buyer is located 
at New York, the headquarters of 
the Dining Car Department, work- 
ing with the Assistant Purchasing 
Agent responsible for commissary 
supplies, and specifically charged 
with the purchase of perishable 
foodstuffs. 

An Office Manager, also reporting 
to the Purchasing Agent, supervises 
all detail clerical work pertaining 
to securing prices and maintaining 
necessary records, marking requi- 
sitions, correspondence, sales, sta 
tistics and the like. 








Fuel Purchasing Agent 
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Characteristic of railroad organi- 
zation is the fact that the pur- 
chasing personnel has been re- 
cruited from among practical rail- 
road men, equipped for their work 
by long experience and familiarity 
with the actual work in the shops 
and storerooms and on the line. 
Every man on the buying staff has 
come up through the ranks and is 
eminently qualified to deal with 
material problems in terms of their 
practical application and use. 


Special Organization 


In addition to the regular hand 
ling of material requirements as 
contemplated under the organization 
outlined above, some particular 
items of purchase call for a special 
degree of coordination with other 
departments or some other special 
method of handling. 

Thus a stationery storeroom is 
maintained under supervision of the 
Stores Manager, at Pittsburgh, for 
centralized handling of this very 
important item. A blank form com- 
mittee has been set up, comprising 
representatives of the Purchasing 
Department, the Executive De- 
partment and the Auditing De- 
partment. By constant attention 
and rigid specification, this com- 
mittee has been able to effect large 
economies and to avoid wastage 
of such supplies in a field where such 
losses are potentially very great. 

A very simple instance of these 
economies is found in the fact that 
a letterhead measuring 7'/. x 
9'/, inches has been adopted as 
standard in place of the customary 
8'/. x 11 size. It has been found 
entirely adequate for the com- 
pany’s requirements, and the re- 
sulting saving is a substantial one 
when the large quantities used are 
taken into consideration. Similarly, 
many of the standard forms have 
been designed to fit the half-size 
48/, x 7'/. inch sheet rather than 
using a larger size. Other typical 
economies are the adoption of 
window envelopes and of strong 
manila envelopes which give mul- 
tiple service by being routed through 
a department rather than re-ad- 
dressing for each successive step 
of certain routine processes. 
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This committee maintains a com- 
plete record of every printed form 
and envelope used throughout the 
system, with exact specifications as 
to size and paper quality, and with 
an actual printed sample of each on 
file. 

Standards for uniforms are like- 
wise supervised through a special 
committee, the cooperating de- 
partments in this case being the 
Purchasing, Traffic and Operating 
Departments. 

Commissary buying has already 
been briefly mentioned. In addition 
to the commissary buyer at New 
York, who procures perishable food- 
stuffs daily in the wholesale produce 
markets, for the dining cars, a daily 
check is made with similar markets 
in Chicago and Columbus. In this 
way it is possible at all times to 
buy in the most advantageous 
market. The swift and immediate 
transportation service afforded by 
the railroad itself naturally con- 
tributes to the practicability of this 
policy. 

The Purchasing Agent’s staff also 
includes two General Supervisors 
and a Special Agent who work 
closely with the Assistant Pur- 
chasing Agents on any assignments 
of a specific or special nature. 


Policies 


It is the policy of the Purchasing 
Department to invite competition 
wherever feasible, and to this end 
very complete lists of prospective 
suppliers are maintained on every 
item. This plan insures the widest 
possible selection of sources of 
supply, and only those firms are 
included whose responsibility has 
been established either through 
experience or investigation. Conse- 
quently the expectation of satis- 
factory service is unusually high. 
Expediting is normally a function 
of the Stores Department, and it is 
only in exceptional cases that the 
Purchasing Department is called 
upon to hurry a delivery. 

Since it is to the advantage of the 
railroad to have the transportation 
of supplies handled over its own 
lines so far as possible, the location 
of a supplier’s plant is a more im- 
portant factor than in some other 





industries. But it is not a « 
trolling factor. In the larger sensi 
the success of the road depends 
developing the friendliness of a 
great a number of firms as possib 
and maintaining this friendly 
lationship. It is consistent wit! 
this policy, as well as with the 
policy of competition, to se« 
such companies are given the oppor 
tunity to bid, and then to place t 
business upon the most favoral 
basis, all factors considered 

The policy of establishing sta 
ards and specifications for 
terials has been developed to a | 
degree, and is applied to as ma 
items as possible. There are im] 
tant internal advantages in the 
plification and control of stores 
dersuch a plan, and in the handling 
requisitions and orders for standar: 
or catalog items, as will apps 
in the section describing purchasé 
routine. From the commercia 
standpoint, too, it is desirabk 
consider an item as a standard com 
modity rather than as a specialt 
with individual distinctions 
‘trade mark values’ that are som 
times rather specious. Furth: 
more, standards are useful in p 


viding a sound basis for compari 
and in widening the circle of ma 
facturers and suppliers who 
bid upon a given requirement 

There is some buying on cont: 
but in general the policy is aga 
long term commitments. Ni 
days is normally the limit of su: 
agreement, and even this ma 
circumscribed by the privileg: 
cancel at the end of any n 
within the contract period. Am 
other factors leading to su 
policy is the fact that it serv 
keep buyers alert at all tim 
prevailing market conditions. 

In addition to contracts a 
regular orders, purchases are mad 
on blanket orders and release orde1 
The former cover such items 
oxygen and acetylene gases, ic 
and repair parts. The relea 
orders cover selected maintenan 
materials which are listed in 
standard catalog. Under tl 
release order system, the Gener 
Storekeeper releases the mate! 
on the vendors direct, in accorda 


PAGI 




































































WADE ee aed ae 














Spe 





PE Ee ie 


























































































































































































































— . — — —— — —_—__— 
INVOICE SHIPMENT AGAINST ITEM 
Pert paced REMARKS 
100M 14x8% en Reg! ember 
/ THE PENNSYLVANIA RAILROAD COMPANY '°.i23:* Oem Amount Womser wanes epee f« ys 
Ps AND AFFILIATED COMPANIES 
Pa COPY OF PURCHASING AGENT'S ORDER FOR AUDITOR OF Ts Bodieest from 
Pa Z 
‘ 
4 = 
¢ 
’ 
‘ 
¢ | 
¢ } 
F ol | 
a | 
} 
| 
} 
- r 
THE PENNSYLVANIA RAILROAD COMPANY — PUR. 76-8 
AND AFFILIATED COMPANIES ven 3 
PURCHASING AGENT 
PHILADELPHIA 
PRICES 
}ORDER } “To appear on packages 
4 bith of o rf 
| NUMBERS) = and correspondence. 
Please FURNISH and CONSIGN to THE PENNSYLVANIA RAILROAD COMPANY, care of 
SHIP TO REACH DESTINATION 
| 
| 
| 
- Quantity DESCRIPTION OF MATEmIAL 
% } 
Material Code - 
t 
| covtty that thes order represents tems whach were del sntbor 1. Returned to Vendor 
Commi iment ot =a fer om fevereble terme, the arte he 
sheppes far the ene ved benelt of Raviraed and upper for 2. Cancelled ree 
pavemret mrenen vendered agent hes by the conder camer for 
tester! us described @ queatines, uf grees. and med terms 3. Supersedes 
copay ek 6 oe 
mana THE-PENNSYLVANIA RAILROAD COMPANY 
at a it AND AFFILIATED COMPANIES SPLIT REQN.—Marker Conc. from 
BEQUISITION ON PURCHASING AGENT = One for each of following Firm Code Pi 
Quantity or item M't’l. Code 
Value Canc CounrTer Th 
$$ ff — Sevevccccesscsees PUD ceccccccccees 
— Quen. Canc Na On Hand 
_ Indirect 
de Pt 
Plani Code | 
aa 
= ) Tadireet From — 
mower} Place order with Approved for order 
waman | 
Ship to THE PENNSYLVANIA RAILROAD COMPANY care of Se 
i Show number of extra 
= copies essentis! 
| Quantity For 
SHIP TO REACH DESTINATION — 
| 7 Inspector 
SESERVED FOR — apenas 
Quantity Unit Guns ber ens comamadiiy tn one Cote cannes oy 0 cama chest) PURCHASING AGENT STOREKEEPER’S NOTATION GSK 
Recommend placing order = ith 
| 
| Sec'y Desk 
| r 
Indirect 
| Stat. Desk 
n = Lege A P 
| —_ Pur. 72 
| _— Pur. 28-29 
peices Receipt Stamp 
Approval Approved 
g 
ls Title 
Is 
3 
QUOTATION DATE CITY — TO BE SHIPPED FROM — TRACKS CITY — F.0. 8. POINT — TRACKS |= Approved 
| 
1s General Storekeeper 
is 
MOTE: Use hectograph for this copy 





with arrangements set up by the 
Purchasing Department. 

About 300 to 350 such releases 
are issued weekly, covering 750 to 
850 separate items. 


The purchasing function as prac- 
ticed in this organization is very 
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tioned. 


Scope 


definitely a matter of procurement. 
Within this phase of the trans- 
action, the authority of the Pur- 
chasing Department is not ques- 


Standards have been set 


up as to permit the greatest latitude 
as to choice of make and supplier, 
and the selection is a stated re- 
sponsibility of the buying staff. 








The layout of the requisition (1), 
purchase order (2), and auditor’s 
copy (3), is coordinated so that all 
three can be filled out by one dupli- 
cating process. The small coupons 
(4) comprise the entries in the stock 


control ledger. 
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Responsibility for stores and for 
the issue of supplies is vested in the 
Stores Department (which, as noted 
above, is closely correlated with 
purchasing and reports to the same 
directing official). | Consequently 
all requisitions originate through the 
Stores Department, even on so 
specialized a project as a road 
electrification job. Certain types 
of equipment and materials are 
naturally delivered directly to the 
interested department, such as 
Operating, Dining Car, etc., but for 
the most part receipt of materials 
is a function of Stores. As noted 
earlier, Stores is normally respon- 
sible for the expediting of de- 
liveries, though the Purchasing De- 
partment may be called in on 
specially urgent cases. 

Invoices are sent by the vendor 
directly to the Auditor of Dis- 
bursements, and all checking and 
accounting is handled in that office. 





Procedure 


Materials which are in constant 
use and which are frequently re- 
; ordered are known as ‘‘Catalogue’’ 
items. For such items a standard or 
uniform description has been pre- 
pared, and individual reference num- 
bers have been assigned. This 
identification and description is 
; recorded on an addressograph plate, 
which is used throughout the prepa- 
ration of requisitions, price in- 
quiries, purchase orders and other 
records. This plan permits the 
extensive use of mechanical equip- 
ment in handling routine procedure, 
eliminates a vast amount of clerical 
duplication, and insures absolute 

accuracy and freedom from errors 
y in copying and typing. In making 
out stock reports and requests for 
materials from individual stores 
points, the reference number only 
is used, no further description being 
: necessary. The reference follows 
the standards and ledger accounts 
established in the A. A. R. Material 
Classification. 

On these standard stock items 
an ordering schedule is provided and 
maintained by the General Store- 
keeper, who receives and collates 
the requirements as reported by 
il individual stores. 











Some items are 
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ordered monthly, but for the most 
part, under normal conditions the 
list is handled on a_ bi-monthly 
basis, with each item coming up at 
least six times a year. The work is 
equalized by having approximately 
half of the items regularly scheduled 
in alternate months, thus requiring 
two months to cover all accounts, 
with twenty-four working days com- 
pleting each monthly ordering cycle. 

The General Storekeeper’s master 
stock control ledger is built up 
from individual stock reports sent 
in on small perforated coupons 
1 x 2%/, inches in size, familiarly 
referred to as ‘postage stamps.” 
These coupons show for each order- 
ing stores area, the quantity of a 
given item on hand, quantity due, 
consumed, and the General Store- 
keeper’s stock book inspectors insert 
the quantity ordered. The coupons 
are pasted in the proper position 
in a large set of loose-leaf ledgers, 
overlapping so that the figures in 
the right hand column remain 
exposed. By this method it is 
possible to take off statistics cover- 
ing any ordering store, any item 
and any period, without lifting 
any of the coupons. 

On the basis of this information, 
plus established working stock quan- 
tities at various locations, knowl- 
edge regarding the time required to 
material and make de- 
livery, etc., the ordering quantities 
can be calculated in the General 
Storekeeper’s making due 
allowance for the material that is 
available for transfer from other 
points, standard package lots, 
economical quantities, price differ- 
entials, combination of shipments 
and the like. The requisition is then 
prepared, using the addressograph 
plates mentioned above. 

The Stores Department issues 
transfer orders calling for moving 
material from one storehouse to 
another, and also release authoriza- 
tions for material on release orders 


procure 


office, 


and releases on blanket orders. All 
other requisitions are sent on to the 
Purchasing Agent. 

All requisitions require the ap- 
proval of the General Storekeeper 
before submission to the Purchasing 
Department. 






Ordering Procedure 


An important feature of the 
clerical system is the use of hect: 
graph ribbon in making the address« 
graph impressions on the requisitio 
and the use of hectograph pen 
in inserting subsequent informat 
regarding prices, 
as the requisition progresses to the 
point of becoming a purchase orde 
The forms are so designed that the 
work can all be handled on a dupli 
cating machine, thereby eliminat 
ing both clerical effort and error 

A staff of requisition markers 
the Purchasing Department han 
dles the work of procuring pric 
and preparing requisitions 
the issuance of the 
standard items, a price reco! 
is maintained in loose-leaf form 
so that prices are available in ad 
vance. This is kept up to date 
posting voluntary quotations that 
are received from time to time, and 
by requesting current quotatio 
whenever market conditions ind 
cate that it is advisable to do 
Prices are also obtained in antici 
pation of requisitions on estimate: 
furnished by the General Stor 
keeper. 

When sending out price inquiri 
the Assistant 
indicates what firms shall be ask« 
to quote. 
ceived, they are sorted accordi 
to inquiry number, and on th: 


approvals, 


order. ( 


} 


Purchasing Agent 


When replies are re 


closing date the replies are arrang 
in sequence, with the low bid 
top. Only inquiries of a special 
nature are tabulated. The tabula 
tion of prices, or arranged bids 
submitted to the Assistant Pur 
chasing Agent for his review and 
approval, after which an order 
placed or a contract 
When requisitions are marked, and 
prior to the preparation of the pu 
chase order itself, they are sub 
mitted to the Assistant Purchasi: 
Agent for approval, and when prop 


negotiate 


erly initialed they are passed alo 
to the Bureau for 

preparation of the 
involves only 


Service 
order, whi 
placing the dat 
name, and address of the supp! 
on the order, with an addr 
graph plate, and running off 
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requisite number of copies on the 
duplicator. 
The requisition markers are 


assigned to work on commodity 
groups corresponding generally to 
the assigned responsibilities of the 
respective Assistant Purchasing 
Agents. Consequently there is a 
close working arrangement within 
the department and a maximum of 
familiarity with materials and indi- 
vidual methods which makes for 
smooth and efficient operation. 
While the Assistant Purchasing 
Agent can not delegate his own 
responsibility for the purchase, it is 
customary to keep the requisition 
markers well informed on market 
conditions, and on any _ special 
considerations involved in a given 
requirement or project. 

The requisition form is 1l xX 
S'/, inches, folding to the half- 
size of 5'/2 &K S8'/o. The left half 
corresponds exactly in layout with 
the purchase order, so that the 
duplicating machine will reproduce 
the essential information already 
stamped or entered upon the requi- 
sition by addressograph plate, type- 
writer, or manual entry, in hecto- 
graph ink. This includes descrip- 
tion of material, destination, quan- 
tity, unit, F.O.B. point, date of 
quotation, and authorization by an 
officer. The requisition number, 
part of which indicates the order- 
ing store and month, becomes the 
purchase order number. 

Prices are entered in a column 
just to the right of this section. 
Except in selected instances they 
do not appear on the order that is 
sent to the vendor, though they are 
identified by the quotation date 
that is shown. However, the order 
copy that is prepared for the Audi- 
tor of Disbursements is wide 
enough to ensure that the dupli- 
cating process automatically in- 
cludes this information which is 
necessary for the checking of in- 
voices, also the allocation to the 
proper material account and the 
total value of the commitment. 

By preparing the duplicate copies 
of the purchase order in this way 
there is great flexibility as to the 
number of copies, since there is no 
physical limitation such as_ the 
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number of legible carbon copies that 
can be prepared at a single typing 
and no standard sets of a given 
number of copies. Instead, the 
blank forms are conveniently at 
hand in a rack at the duplicating 
station, and any requisite number 
of copies can be run through the 
machine at the time the order is 
being issued. There is of course a 
standard instruction as to the 
copies that are normally required 
to carry through the ordinary 
routine. If extra copies are de- 
sired for any reason, the number and 
purpose are noted in a block at 
the right of the form and the opera 
tor is guided accordingly. 

In addition to the usual form of 
purchase order described in the 
above outline of procedure, there is 
a more formal purchase agreement 
or contract, also a very simple 
form which serves as the accept 
ance of a vendor's proposal. Both 
of these forms require the issuance 
of a purchase or release order be 
fore shipments can be made against 
the agreement. 


Fuel 


Estimates of the annual fuel 
requirements are furnished by the 
Regional General Superintendents 
of Motive Power, to be used by the 
purchasing office as a basis for de 
termining the potential sources of 
supply required, and as a basis for 
the annual fuel budget. 

The Fuel Purchasing Agent con 
siders bids for fuel received follow- 
ing solicitation, or offered volun 
tarily by sellers, and awards are 
made on the basis of price, loca- 
tion, and quality of the coal. 

Coal is ordinarily not stocked, 
but is shipped as required. In 
general, no closed contracts are 
made covering long periods of time, 
this policy being observed even 
prior to the recent restrictions 
under the Coal Act of 1937. Run- 
ning order contracts have been 
issued for a given number of cars 
of coal per day, to be shipped 
during the first four days of each 
week, the agreement being subject 
to cancellation on three days notice 
by either party, and to remain in 
effect until so cancelled. If the 


running order contracts are not 
sufficient to meet current require- 
ments at any time, spot orders 
are placed for a definite number of 
cars for immediate shipment. 

The General Superintendent of 
Motive Power furnishes shipping 
instructions direct to the seller for 
the quantity, size, grade, etc., of 
coal covered on the Fuel Purchasing 
Agent’s order. 

Orders for coal, whether apply 
ing on contract or spot purchases, 
are prepared by the Fuel Pur 
chasing Agent. The original is sent 
to the vendor; copies to the Re 
gional Superintendents of Motive 
Power, to the Test Department for 
use by inspectors, and to the 
Auditor of Disbursements’ with 
prices and terms shown thereon for 
use in checking invoices. The 
vendor sends the invoice to the 
Supervisor of Regional Expendi 
tures, who certifies as to receipt 
of material and then forwards the 
invoice to the Auditor of Disburse 
ments for further necessary check 
ing as to terms and preparation of 
voucher. 


Scrap Sales 


The sale of scrap and surplus 
equipment is another important 
function of the Purchasing Depart 
ment, and is assigned to one of the 
Assistant Purchasing Agents. This 
is a very substantial factor in rail 
road operation, and amounts to 
from nine to twelve million dollars 
a year on the Pennsylvania Railroad. 

All such material that is to be 
disposed of by sale is reported to the 
Purchasing Agent’s office, and at 
appropriate times it is listed and 
invitations to bid are issued. The 
bids are sealed and submitted. to be 
opened and tabulated at a definite 
date and hour announced in ad 
vance. The award is made by the 
Assistant Purchasing Agent, 
approved by the Purchasing Agent, 
and the firms are then notified as to 
the tonnage awarded them. 


Records 
In addition to the working records 
already referred to, the purchase 
record is kept in such form that it 
can be readily analyzed by the use 
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SELLER'S No 
e- AGREEMENT FOR THE PURCHASE 
TS of 
js This Agreement, made in , this day of 
of by and between THE PENNSYLVANI : 
(hereinafter called the “Seller"), party of the first part, and ™ ee ey 
(hereinafter called t ty PURCHASING AGENT 
of It is expressly agreed and understood that the Buyer shal! be € 
party of this agreement upon the terms and conditions therein « € 
companies that now are or that may during the term of this agreer 
ng interest with the Buyer, its successors or assigns 
That for and in consideration of the performance of the mutual covenants hereinafter ¢ 
ties hereto do covenant and agree as follows PULABEL PA 
or The Seller agrees to sell and the Buyer agrees to buy, on the fol] ng te ~ Repcy Reren ro N 
hereinafter specified 
ol 
MATERIAL 
ng 
| SUBJECT: 
\ SPECIFICATIONS 
AND PLANS + > 
S, ,entlemen 
- QUANTITY We hereby accept your proposal of to furnist < 
material specified below, subject to the standard provisions printed on the ba 
TIME OF 
nt DELIVERY of this fora Shipmests are to be made only upon receipt of our formal orders 
e- 
PRICE 
ve ——----------- - ~~ ----—_-—__-- 
Or - 4 THE PENNSYLVANIA RAILROAD COMPANY mses 
he AND AFFILIATED COMPANIES 
itt RELEASE AUTHORIZATION 
th 
Or srawraee. It is hereby understood and agreed that the “STANDARD PROVISK 
: ; the back hereof are made a part of this agreement 
1€ = eee es the parties hereto have duly executed these presents the Pp Desai Ontee aii aia 
he Bein deliveries as required, and you are hereby authorized to release amounts specified below 
WITNESSES Please Consign to THE PENNSYLVANIA RAILROAD COMPANY Care 
“A fin te ca 
pt Invoices and Correspond- 
* — al 
chasing Bet Rone SL eT PAY PAR 
iC /@ ' Ship via Freight 
t MATERIAL CODE QUANTITY — "RAILROAD CATALOG REFERENCE AND DESCRIPTION OF MATER 
k e ? ee Se es 
. 3 PRICE UNIT 
of ‘oa a ge Oe een my pe ree 
fe ' wenee PLANT LOCATION mace mane = Teams roe PRice | PRICE | Price PRice oe 
_ P oe . - Sf ee 
@s :/.-— ——_}— —_—}-— 
fe] 
s 2 ~ —_}— ~ ~ 
@io Lt co oe | 
C7 £9 s }--—--~——____ _ — —+——_ } 
<a 
as za “ =e ‘ — re 
@ «. 
nt c~ i as as ese aera 
~ sa T 
t- z& as — = aoe T an 
z + 
ss e -== = == 
iS a Bd eae sea : a 
: ee —- 7 Q \ : 
i1- ae eee —— ~ \ } - = + —— 
Genera! Storeseepe 
to eS ae ia Sass See Paes: we ms a Delivery information to be sent direct to consignee Al! other correse 
| addressed to Purchasing Agent, Philadelphia. 
TS a 12 + - - —_—__—__4—__}__ —— — + . = Show entire order number, quoted above, railroad catalogue reference number @ 
description of article on your invoice. 
d. q GSE “SEPLFED VOKE FORE” «6 )—HAL © TRIPUCATE TO AUDITOR OF DEBUESENENTS Broad TA. PHLADELPa 
re 
he counts, the commitments outstand- the offices of the Purchasing 
at Besides the regular purchase order ing at the beginning of the month, partment. The average number 
id shown on page 30, purchase agree- commitments made during the 51 per day. Each visitor is intet 
1€ Cas consummated by the con- month, invoices paid during the — viewed by an officer. Calling hour 
act form (5) and the acceptance ie ; 
pe ‘ A P month, and the consequent out- are designated as the period 
of a bidder’s proposal (6). Release , . 
te ae . standing commitments at the end tween 10 A.M.and1P.M. Eve 
authorizations (7) against a pur- it \ £ thi ff 2 i | 
; 7 oO > ( . AS ary O ; ITO S ade to see > calle 
d chase order are issued by the Gen- the mont i. mers ot this effort 1s made to see the cal 
1e eral Storekeeper. An up-to-date statement, with material grouped promptly. 
‘. price record on standard items (8) in certain general divisions, is pre- More than 60,000 separate iten 
“? is maintained by the requisition pared for the use of the Vice Presi- are listed in the stores catalogs 
to markers. dent, General Purchasing Agent, and about 18,000 of these ar 
and Stores Manager. covered by release orders so tl! 
Inventory records are maintained delivery can be secured by 
of a Hollerith tabulating machine, by the Stores Department, both issuance of release authorizati 
ds and any pertinent information is at the main office and at the indi- without the necessity of a new p 
se quickly available in this way. vidual stores wherever located. chase transaction. 
it A monthly statement is also pre- In a typical recent month, from From 2,200 to 3,000 requisit 
se pared showing, by material ac- 42 to 73 callers per day came to Continued on page 
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THE MARKET PLACE 


A quick review of the market 





Supply 


BURLAP 


aaa OF BURLAP out of Cal- 
J cutta for North American ports 
amounted to 60'/2 million yards in 
February, 20'/2 million under January, 
and 45'/; million under December. 
Domestic stocks are still ample, due to 
heavy stocking in the latter months of 
1937, and Calcutta stocks are at a 
record high. 


COAL 


UTPUT OF BITUMINOUS COAL Is cur- 
Ef anit around 6'/, million tons 
weekly, and production for the year to 
date is about 35.2% below the corre- 
sponding figure for 1937. Consumers’ 
stocks are being heavily reduced, at 
more than a normal seasonal rate, but 
are still ample. 


COPPER 


| [.S. STOCKS OF REFINED copper in- 

creased 27,111 tons in February to 
a new high of 326,244 tons, while world 
stocks increased to 529,853 _ tons. 
Domestic production continued at pre- 
vailing levels in the expectation that 
the ratio between output and consump- 
tion will presently be reversed. Con- 
sumers’ inventories are reported as 
being unusually heavy, but declining. 


COTTON 


> 


FPXHE REVISED ESTIMATE of the 1937 
| 1938 crop, subject only to minor 
revision from now on, is set at 18,934,- 
153 bales, about 1% higher than the 
figure issued in December. Acreage for 
the new crop is now estimated at 
27,100,000, nearly 4% below the esti 
mate of a month ago and indicating a 
curtailment in planting of 21% below 
last year’s acreage. Total stocks are of 
course heavy, and mills are well sup 
plied, particularly in view of the lower 


operating rates now prevailing 
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noting major developments in 


supply, demand and prices of 


selected basic commodities 


Demand 


y iptsrengee WAS EXCEEDINGLY light, 
new demand negligible, as most 
consumers continued to operate on in 


ventories. 





{po COMBINATION OF LOW industrial 
activity and a policy to use coal on 
hand, resulted in dull and routine in 


quiry for coal during March 


OP ager SALES OF COPPER in March 
fell short of 20,000 tons, while 
European markets continued strong 
and active. There are good indica 
tions of improvement in the domesti 
market as brass and tubing manufac 
turers expanded operations. The in 
take of copper and brass scrap by cus- 
tom smelters has been heavier than for 
some months past 


— 


| OMESTIC CONSUMPTION of cotton in 
} sence amounted to 427,528 
bales, a total somewhat less than that 
recorded in January, but representing 
a slightly higher daily rate for the 
short month. It is 35.8% below the 
high total for February, 1937. New 
sales of cotton goods tapered 
the month, leading to lighter mil 
schedules, but there was a fairly steady 
spot demand for gray and _ finished 
goods as inventories are getting down 
close to requirements. Seasonal buy 


ing has been deferred 


Market 


( YALCUTTA PRICES WERE weak, and a 

A correspondingly soft tone prevailed 
in domestic markets during March, 
though the actual decline in quotations 
was slight. In general, the principal 
constructions were off about 5 points on 
spots and afloats, while the more dis- 
tant positions showed an average loss 
of 10 points for the month 


PRICES ARE GENERALLY close to the 

levels in effect before the estab- 
lishment of minimum prices last 
December, except for slack, which has 
been down as low as 85 to 90 cents per 
ton from West Virginia mines. The 
Commission has announced hearings on 
April 25th to start re-establishment of 
the price schedule, but it is likely that 
the process will require several months 
for completion 


( YOPPER PRICES WERE steady at 10 
A cents throughout March, second 
hand copper being quoted fractionally 
lower, but with little metal available. 
Scrap prices were down to 73/, cents, 
which would normally correspond to a 
91/,- cent price on ingots, but no adjust- 
ment had been made at the turn of 


the mont} »¢ 


ed 


YPOT COTTON PRICES fluctuated nar 
Ss rowly in March, with a general 
downward tendency. The daily market 
was very sensitive to outside influences, 
both in relation to stock market de 
clines and_ political developments 
From 9.27, the market drifted irregu 
larly lower, going under 9 cents at the 
middle of the month and ending at 
8.61, fractionally above the lowest 
quotation, for a net decline of 66 points 
Yarns were off !/; cent, print cloths and 
combed lawn off !/s, and broadcloth 
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Supply 
IRON and STEEL 


MPROVEMENT IN THE STEEL operating 
rate was consistent throughout 
March. Starting at 29.3% in the open- 
ing week, the advance carried succes- 
sively to 29.9, 32.1, 33.7, and finally to 
35.7, thus regaining the levels of early 
November, and with a strong under- 
tone. Operations at finishing mills 
were reported as increasing faster than 
ingot production. The Chicago dis- 
trict led the advance. In view of heavy 
inventories disclosed at the year-end, 
some observers were inclined to believe 
that the increased activity was merely 
in anticipation of a later improvement 
in demand, but subsequent develop- 
ments showed it to be an actual current 
improvement. 


LUMBER 


UTPUT OF LUMBER INCREASED dur- 
O ing March, attaining a rate of 53% 
of the 1929 weekly average, with ship- 
ments advancing to 62% of the 1929 
figure. The month’s record is the best 
since last October, and with shipments 
well in excess of output the statistical 
picture of the industry is generally im- 
proving. Unfilled orders are in suffi- 
cient volume to sustain the higher pro- 
duction rates for some weeks to come. 


NAVAL STORES 


pean A CONSIDERABLE DELAY, the 
“\ government loan plan for the 
naval stores industry was announced in 
March, with a $7,000,000 fund of the 
Commodity Credit Corporation made 
available to give tangible effect to the 
conservation program, which has al- 
ready had some success in curtailing 
production of the gum products. The 
loans are to be made on the basis of 26 
cents per gallon of turpentine and 
$5.75 per barrel of medium grade rosin, 
and provide for liquidation of pledged 
collateral within a reasonable time 
limit. 


PAPER 


geri REPORTS OF THE paper 
industry show a further slight im- 
provement for March, while paper- 
board production suffered a slight de- 
cline. Output of Canadian newsprint 
has been curtailed to about 65%, with 
apparently general accord among the 
principal producers. 
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Demand 


. STEEL SALES WERE from 15 
4 to 20% better than in February, 
and though rather spotty, demand was 
well diversified, with light products 
accounting for the bulk of the upturn. 
Principal items of inquiry included tin 
plate, concrete reinforcing bars, and 
steel for agricultural purposes, stoves, 
refrigerators, and air conditioning ap- 
paratus. A good volume of construc- 
tion awards gives hope in this direction. 
Railroad and automotive buying con- 
tinued disappointing. Jobbing volume 
held up exceptionally well. No par- 
ticular export demand was experienced. 


Fa 





N EW ORDERS FOR SOFTWOODS, which 
i ran 34% ahead of production for 
the first two months of 1938, fell off 
slightly in March but are still 12% 
ahead of output. Hardwoods, both 
northern and southern, however, failed 
to find demand balancing production, 
and a similar condition developed in 
southern pine in the latter half of the 
month. The furniture outlook is im- 
proving. 


EMAND FOR ROSINS WAS only fair 
D throughout the month. There 
was considerable activity in turpentine 
in the early part of the month, with 
good buying on the rising market that 
prevailed in anticipation of the govern- 
ment loan program. Purchasing fell 
off when that advance was considered 
too rapid, and the second half month 
saw a return to the dull and irregular 
inquiry characteristic of recent months, 
with buying confined to immediate re- 
quirements. 


EMAND IS LIGHT AND buying ona 
D hand-to-mouth basis, both jobbers 
and consumers being disinclined to pur- 
chase for inventory. This is regarded as 
a hopeful sign for brisk activity on the 
upturn. Kraft is gaining slowly, and 
contract deliveries of newsprint con- 
tinue in good volume. 







































Market 


t bw PRICE STRUCTURE WAS well n 
tained. Pressure for lower pr 
from the automotive manufacture 
predicated on an upturn in that indus 
which has not yet developed. Pri 
tention is now chiefly concerned w 
heavy steel, particularly structura 
The scrap market was generally 
and easy, especially in the middle 


of heavy melting steel scrap wet 
ported as low as $11 at St. | 
Freight increases effective March 2% 
are not sufficiently great to advan 
livered cost more than 50 cents pet 
in the greatest instance, and did 
stimulate any appreciable degr 
buying to avoid this extra cost 


UMBER PRICES FIRMED noticeably 

4 after a brief recession to new 
in the first week of March, and end 
the month with a net gain of about 
over February quotations. The g 
eral level is still close to the two-y 
low, but the entire tone of the mark 
healthier than for some months pa 
Southern pine went from 18.85 to 2 
at mid-month, and held its 
Hardwood prices were unchanged 


{preter PRICES AD\ 
strongly from 31 cents to 

the first half month, then dro} 
abruptly to 32!/,, and sagged in the 
ing week to 29 for a net loss of two 
and a new low for the movement 
rosin list followed a similar pat 
also touching new lows in th 
weeks, but with a subsequent re 
that brought quotations back clo 
the earlier levels. The rosin mar 
was nominal for a considerable part 
the month, with relatively few 
recorded. 


r |NHERE WERE SOME REDUCTIONS in 

I paper list during March Ite 
affected include tissues, news and cl 
boards, sulphite bonds and ledg 
Fine papers, kraft, newsprint and 
paper prices were maintained. Af 
mation of pulp prices for the s« 
quarter was a steadying influe1 
Rags and waste papers were generally 
weak. 
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Supply 


PETROLEUM 


Y RUDE OIL PRODUCTION mounted dur- 

A ing March to a daily average of 
3,405,600 Stocks of crude 
(above 306 million barrels) and of gaso 
line (above 92 million barrels) ar 
acknowledged to be excessive, and the 
physical problem of storage is rather 
A year ago, the start of the 


barrels. 


serious. 
summer season saw 89'/, million bar 
rels of gasoline in storage, which 
proved to be some 8 million barrels too 
high. This year, with consumption 
prospects less bright, the excess may be 
as high as 17 million barrels. 


RUBBER 


YTOCKS OF CRUDE RUBBER in this 
S country advanced for the eighth 
successive month as February imports 
exceeded the January figure and con 
sumption dropped to lower levels. On 
March Ist, stocks were reported as 
288,883 long tons, up 7.3% from the 
previous month and 48% above a year 
ago. No action has yet been taken on 





third quarter export quotas, but basic 
quotas were slightly raised this month 
in favor of the smaller producing coun- 
tries. Tire inventories also continue 
heavy, being only slightly reduced de 
spite sharply 
schedules 


curtailed production 


TIN 


TEXHB WORLD'S VISIBLE supply of tin 
l again declined in February, to 
18,355 tons plus 6,906 tons carryover, 
or a total of 25,261 tons available, 6.8% 
less than a month earlier Tin de 
liveries to the U. S. were light in both 
February and March. The Tin Pro 
ducers Association has proposed the 
formation of a buffer pool, which would 
buy metal whenever the price goes be 
low £200 per ton, and release it at 
markets above that figure, thus cur 


’ tailing marketable supplies at the lower 





“9 price ranges 


ZINC 


7 RAPID RISE in surplus stocks of 
slab zinc continued in February, 
| 19,606 tons being added to make a 
total of 108,138 tons at the end of the 
month, as compared with 11,227 tons 
only six months ago—this despite the 
fact that daily average production was 
again curtailed by 6!/2.%. Ore produc- 
tion expanded in March from 8,000 to 
8,900 tons per week. 
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Demand 


Y ASOLINE DEMAND WAS inactive dur 

N ing the first half of the month, but 
improved considerably during the latter 
half. The success of the automobile in 
dustry in getting substantial number 
of used cars back on the road was 
promptly reflected in better wholesale 
inquiry and future buying. There wa 
likewise a healthy export demand 


chiefly from France and England 





YRUDE RUBBER 
( A down to 23,868 tons in February, 
the smallest total since March, 1933 
It represents a reduction of 18.9% fron 
the January record, and 54% fron 
February, 1937 Factory 


even witl substantially 


negligible, 
lower prices prevailing 


er ham nape t week 
purchases by the Navy Depart 


ment kept the market reasonably aliv 


Most encouraging feature is the expan 
sion in tin plate activity, which ha 
reached a range of 55 to 60% as con 
pared with 35% at the end of January 
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— IS CONFINED principally te 
carload lots for immediate ship 
ment, with volume small in conse 
quence. Low operating rates in the 
steel and brass industries mean a cor 
respondingly restricted outlet for zine 

a basic condition which was clearly ap 
parent in the failure of lower price 


stimulate sales appreciably 


CONSUMPTION was 


interest 1S 


Market 


— PBTROLEUM PRICE schedule was 
revised sharply downward in March 
In the opening week, fuel oil and kero 
sene were reduced, and Diesel oil was 
off 15 cents to $1.95, New York 


second week, Pennsylvania crude was 


In the 


cut from 15 to 17 cents, bunker oil was 
off 5 cents, and coastwise tanker rates 
were down as low as 19 cents per barre] 
Bulk gasoline and industrial fuel oil 
declined the following week, and there 
was a further cut of 10 cents on Diese] 
oil. Gasoline markets were slightly 
steadier at the turn of the month 


R' BBER QUOTATIONS SAGGED from 
147/s cents to 14 cents in light trad 
ing during the first half of March. The 
combined unfavorable influence of un 
settled European conditions, disap 
pointing trade statistics, and a falling 
stock market, resulted in a wave of 
liquidation which developed into a com 
plete collapse in the closing days of the 
month when the International Com 
mittee failed to take quota action 
Spot quotations tumbled more than 
three cents in as many days of the final 
week, and the month closed at 10'%/j, 


cents 


fee PRICES LOST MORE than 
March For the 
greater part of the month the fluctua 


cents during 
tion was within relatively narrow limits 
Dropping from 42.25 to 41.55 cents in 
] 


the opening week, there was a fairly 


strong recovery. After briefly touch 
ing 42 cents, the price sagged to 41.20 
and stayed close to that level until the 
closing days, when there was an abrupt 


drop to 39 cents 


ry INC PRICES were cut twice in March, 
Z, going from 4°/, cents, East 5t 
Louis, to 4'/. cents on the 9th and to 
4'/, cents five days later. This repre 
sents a 15% decline within two months 
Ore prices, which dropped $2 at the 
time of the February cut, were firml) 
held at the $29-$30 range 
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was The advantages of Y " Tims PAM a 
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~ EYE-EASE RECORDS The ORIGINAL : 
fas 
was @ Clearly and definitely proven in 4 OuTIA {} -ENVELO PES 
ate new booklet entitled - - ‘Smilin 
aia “ 8 **+}ESTABLISHED 1902:-- operates automatically when che i 
rrel Eyes . Let us send you 4 free inserted into machine—new prin« ipl 
, copy. GLASSINE on CELLULOSE TRANSPARENCY of check signer engineering. 
8) 
. . iW Pe locks to insu 
here A Size and Style for EVERY” PURPOSE V oe po dy vicienaiion 
lese 7 Wri fF S$ ! Writes through multi-c« 
. . @ Write es ap , on safety background. 
Uy us for The TAN DARD | Equipped with non-resettabl 
your | i i “ TTY ing device. 
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NATIONAL CHECK WRITER CO.,m 169 WILLIAM ST NOW Oui: 
BLANK BOOK CO 
HOLYOKE MASSACHUSETTS SELL YOUR USED EQUIPMENT In replying please mention Pu 
rom We are in the market for Bookkeeping, Calculat- 
rad- ing, Typewriting, Adding, Addressing, Dictating 
i ° and Duplicating Machines. Good prices. 
The Miller Line Carbon Papers 
un Made in @ complete variety of grades, weights INTERNATIONAL OFFICE APPLIANCES 0% BETTER 0) mia 
sap and finishes, in all standard colors, and sizes. ge New York. N: Y 
“ i sf - Cable Address ADDBOORAL D . Se 
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=| |ote.tn sete, 1] (PIRINTING] | Pe 
nis Made for Rotary Duplicating Machines—open So tis Cacenceweatth Annex, Pittsb: 
ion drum, closed drum fountain feed, portable. Compare! Send for our real 
han money-saving price list. 
wis AURORA, ILL . i 
, J INOIS Box 84. Rockmart, Georgia TEST the new improved 
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a7 NON-STICK STAMP PADS 


An Entirely New and WRITE FOR 


rt 
peli Different Pen and FREE 60-Day Samples 


P il ADOPTED BY LEADING FIRMS AFTER EX 
enci HAUSTIVE TESTS. Sweat proof; dust proof, outlive 
any 5 others; prolong life of rubber stamps 


Cc A RBON PAPER RIVET-O MFG. CO. 10 Maurice St., Orange, Mass. | 


Will not stick, ‘‘tack,’’ smudge nor 
blue. Outstanding advantages: 
Greater Wear... Clearer impressions 

.. Deeper, more brilliant colors... 


Blue and Purple. Jamo Ec = Ht] U A L / T Y 


uch- scot cH COLUMBIA RIBBON & CARBON MFG. CO., INC. SoD AT LOW PRICES 


1.20 7 T AP E Main Office and Factory: Glen Cove, L. L.. N. Y. 
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RAINS ARE AMONG the oldest 
G staple commodities exchanged 
in trade. Wheat was a common 
article of diet at the dawn of history. 
Its importance has been but little 
diminished with the advance of 
civilization, and today the trade 
in wheat is perhaps as widespread 
as that in any other commodity. 

The principal commodity grains 
are wheat, corn, rye, and barley. 
There are perhaps more trading 
places in these commodities through- 
out the world than for any other 
commodity. Wheat is grown in 
practically all the temperate parts 
of the globe. Thus by following the 
fortunes of wheat one can get a fair 
conception of world prosperity or 


, depression. 


As a business barometer, pure and 
simple, grains are of course not of 
the best, as pointed out in a pre- 
vious article on food statistics, since 
the world must eat and will curtail 
on that form of consumption only 
as a last extremity. Yet the grains 
certainly do have barometric value. 
Wheat by itself is a fair barometer 
of growing conditions because it is 
the universal grain and widely 
grown graphically. Corn, though 
of vegetable kingdom, is_ baro- 
metric of conditions in the meat in- 
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15: Grains 
HAROLD A. KNIGHT 


dustry, since 85% of the corn grown 
is fed to hogs and cattle. 

The purchasing power of the 
farmer is in a fair position of being 
understood thoroughly by knowl 
edge of prices of the grains and the 
animals to which they are fed, with 
comparisons with other years; by 
information on normal crops, sur 
pluses, export demand, etc. 

Wheat divides itself roughly into 
winter wheat, which is planted in 
the fall, and spring wheat, whi 
seeded in the spring. Tracing win 
ter wheat in the course of a year, t 
first important report from the De 
partment of Agriculture, the major 
source of authentic information, ap 
pears in December and estimates 
the acreage planted to winter wheat. 
About the middle of March a report 
from the same source estimates the 
acreage to be planted to spring 
wheat. 


Thereafter follow regular monthly 


| Next Month: 


| Non-Ferrous 
Metals 
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reports on the progress of the crops, 
which are preceded by three or four 
days by private estimates from some 
five grain experts at Chicago, the 
average of which are usually taken 
as a pretty accurate estimate. These 
estimates take the form of the total 
future crops, based on conditions as 
they then appear. 

In addition to the monthly re 
ports from official Washington are 
weekly summaries of weather con 
ditions, rain, snow, dust storms, 
and other manifestations of nature, 
these being estimated every Wed 
nesday. Moreover, as crops begin 
to shape up in embryo, and as the 
various experts begin to interpret 
the various reports, trading in grain 
futures on the country’s principal 
exchanges begins to expand. 

Harvest time in July and August 
naturally sees the most prolific 
reports of all—reports on how rap 
idly the crops are ripening, the vis 
ible supplies, conditions of the crop, 
freedom from blight. Every Tues 
day the New York Produce Ex- 
change issues weekly figures on the 
visible supply, which is made up of 
current crop and carryover. 

According to current prevailing 
estimates, the United States carry- 
over on July 1, the date of the start 
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. of the 1938-39 crop year, will be and China are but little known, as at 7.0 on an average, with the 

: around 200,000,000 bushels. Regu- in the case of most of the products point reached for recent yea 

. lar statistics on the grain movement and manufactures of those countries. September 2, 1934, when it 

. to terminal markets are of especial The Canadian crop naturally ma- at 6.0. The highest in recent 

: interest in the late summer. Har- tures later than in the United States; was November, 1937, whet 

! vesting of spring wheat naturally Europe at about the same time; ratio was 17.2. 

: comes a bit later than of the winter while the seasons in South America When the ratio stood at 6. 
varieties. The final size of both are naturally the reverse of ours. was of course exceptionally 
crops is made known by the De- Figures also present what amount and farmers knew durned 

. partment of Agriculture in Decem- each country has for export, which was improfitable to raise hog 
ber, along with estimates of do- is total production minus domestic feed so expensive. The situa 
mestic requirements and exports. needs. was reversed in November 
(So far in 1937 and 1938, exporting Probably the best private infor- when 100 pounds of hogs 
has been on a good scale for the first mation service on the export grains buy 17.2 bushels of corn. 

, time in several years, total exports situation is Broomhall, an English Newspapers which give 

4 since July 1, 1937 having been 60,- house, who publishes periodically complete coverages on wheat 

t 000,000 bushels, excluding flour.) his estimates on requirements at lish prices on cash grain quotat 

, Our Government publishes figures home and surpluses of importing for New York, Chicago, Baltim 

on stocks of grain at regular in- countries. The International Agri- Kansas City, Duluth, Minneay 
tervals, the most recent having ap- cultural Bureau in Rome publishes St. Louis, Toledo, and Winni 

' peared on January 1. These itemize regularly world production, con- Future grain quotations usual! 

supplies on farms, in country eleva- sumption, and surpluses of grains, pear for Chicago, Minneapolis 
tors, at the mills, and the visible but these reports perhaps are not luth, Winnipeg, and Kansas ¢ 
supply at major market points such as well known as other sources. Representative foreign maz 

’ as Chicago, Minneapolis, Duluth, Leland Stanford University also are those of Liverpool, Rotte: 

Winnipeg, and Kansas City. This publishes reliable wheat studies. and Buenos Aires. 

: January 1 report summarizes the The famous ‘‘corn-hog ratio’’ is In its daily summary of com: 

. first six months of the crop year, dat- one of the most widely known ity prices in one table the New 

ing from July 1. Other figures also formulas of economics. It assumes Journal of Commerce lists 54 
embrace the statistical situation in that normally eleven bushels of modities; of these, seven are ¢ 

u ‘ . - . . 

> Canada, the major European grow- corn should be able to barter with and they head the list Whi 

, ers,and thecountries in the Southern 100 pounds of live hog. In the Kansas City and Minneapolis 

t Hemisphere. Statistics for Russia drouth year of 1934 this ratio stood corn, oats, rye and barley. 





APRIL 1938 















as a 

















aoe ee 

















MONEY-SAVING 
HELP .. for the 


Purchasing Agent 
.. . FROM ELECTRICAL 
TESTING LABORATORIES 


WHY we can help: Electrical 


Testing Laboratories specializes in 
finding and reporting FACTS, es- 
pecially about product performance 
and quality. Founded more than 
forty years ago to provide independ- 
ent impartial research and testing 
facilities for the electrical industry, 
ETL has since extended its services 
through the years and is now 
equipped to handle problems in- 
volving mechanical, chemical and 
photometric testing. A field force 
is available for tests anywhere in 
the United States. 


HOW we can help: By provid- 


ing laboratory service for checks of 
quality and performance of scores 
of commodities purchased in quan- 
tity, such as coal, iron, steel, paint, 
oil, paper, electrical equipment, or 
even typewriter ribbons. You can 
know by test that you are getting 
what you order. With quality 
standard, price then becomes a 
measure of efficient buying. 


CO S T? Surprisingly little, 


because Electrical Testing Labora- 
tories serves many customers (ap- 
proximately 3837 reports last year) 
and each customer’s payments 
cease with the completion of his 
job. Acceptance tests rarely cost 
more than 2 per cent of the cost 
of the material. Frequently they 
are less. 


@ Write Dept. 3-A on specific 
problems or ask for a copy of the 
booklet —‘‘Laboratory Service’’ 





ELECTRICAL 
TESTING 


LABORATORIES 


East End Avenue and 73th Street | 
New York, N. Y. 
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PERSONALITIES 
in the NEWS 


A. C. VALENTINE, formerly pur 
chasing agent of the Murray Co., 
Dallas, has been appointed assis 
tant vice president of that organiza 
tion. 


R. BRucE CARTER, a past presi 
dent of the Houston Association, 


has been elected president of the 


Houston Hotel Men’s Association 
for 19388. Mr. Carter is manager 
of the Rice and Lamar Hotels. 


A. C. Mooruaus, Purchasing 
Agent for the Cincinnati Gas & 
Electric Co. since 1924, has been 
elected vice president of that organ- 
ization. W. R. FREEMAN has been 
appointed purchasing agent for the 
company. 


P. S. McCa.LiLen, Purchasing 
Agent of the Sanford-Day Iron 
Works, Knoxville, Tenn., has been 
elected vice president and member 
of the board of directors of that 
company. 


C. J. RoGers, Purchasing Agent 
and Comptroller of the White Pass 
& Yukon Route, at Seattle, has 
been appointed vice president of 
the organization. E. B. BARTEAU 
has been appointed purchasing agent 
at Vancouver, and PAuL E. Mason 
becomes assistant purchasing agent 
at Seattle. 


BENJAMIN BAYLIs, Purchasing 
Agent of the Rumford (R. I.) Chem- 
ical Co., and currently serving as 
Vice President of District No. 9, 
N.A.P.A., was elected secretary of 
his company at the recent annual 
meeting. 


C. B. NEUBAUER has been ap- 
pointed assistant to the Vice Presi 
dent, Materials and Supplies, 
Southern Railway System, suc 
ceeding H. H. LAuGHTOn, retired. 


NORMAN H. TAyLor, Purchasing 
Agent of the Dominion Bridge Co.. 


Toronto, addressed the Sales Clinic 
Division of the Hamilton Advertis 
ing and Sales Club, February 21st 


FRANK M. Hotioway, formerly 
associated with the Freeport (Texas 
Sulphur Co. as purchasing agent, 
has joined the sales organization of 
Carter-McClarty Supply Corp., 
Houston, representing Vapor Re 
covery Systems, Inc., in Texas and 
Louisiana. 


E. E. BREWER, Purchasing Agent 
for Oklahoma A. & M. College, Still 
water, Okla., was honored by the 
Decennium Club last month on the 
completion of thirty years of service 
with the college. Mr. Brewer has 
the longest service record among the 
entire college staff. 


ROBERT C. KELLEY, Purchasing 
Agent of the Converse Rubber Co., 
Malden, Mass., addressed the Feb 
ruary meeting of the Rubber Group, 
American Chemical Society, on the 
topic, “As the Buyer Looks at 
Rubber.” 


Matr CAMPBELL, Purchasing 
Agent of the Canadian Bag Co., has 
been re-elected president of the 
Province of Quebec Lawn Bowling 
Association. 


W. GORDON BENNETT, Assistant 
State Purchasing Agent, has been 
appointed Rhode Island State Man 
ager for the Federal Housing Ad 
ministration. 


GEORGE LAMBERT WILSON, for 
merly associated with the purchas- 
ing department of the Woodward 
Iron Co., Birmingham, has_ been 
appointed purchasing agent for 
Jefferson County, Alabama. 


C. FRISBIE HOWARD has been ap 
pointed purchasing agent and treas- 
urer of the Tioga Mills, Inc., 
Waverly, Pa., succeeding FRED 
ERICK S$. Deyo, resigned. Mr 
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Howard has been associated with the 
Tioga Mills for seventeen years. 


JoHN DENISON has been ap- 
pointed Director of Purchases for 
the Universal Cooler Corp., Detroit. 
Mr. Denison has been chief assistant 
in the purchasing department for 
some time past. 


W. L. JAMEs, Purchasing Agent of 
the Stanolind Oil & Gas Co., and 
Howarp F. Stover, Purchasing 
Agent of the Gaso Pump & Burner 
Mfg. Co., have been elected as chair- 
man and vicechairman, respectively, 
of the Oil Industry Committee of 
the Tulsa Chamber of Commerce. 


L. L. DEWAISSEY has resigned as 
purchasing agent for the Port of 
Seattle, after three years in that 
position, to become sales engineer 
for the Western Road Binder Co. 


WiLuiAM J. Harvey, Purchasing 
Agent of the Porcelain Insulation 
Co., Lima, N. Y., has been elected 
mayor of that city for a third two- 
year term. 


BROTHER TosBIAs, C.S.C., Pur- 
chasing Agent for the University of 
Portland (Oregon) has been trans- 
ferred to the national headquarters 
of the order at Notre Dame Uni- 
versity because of ill health. 


H. E. Kerr has resigned as assist- 
ant purchasing agent for the Austin 
Co., Seattle. 


CuHauncey D. Davis of South 
Bend, Washington, has been named 
purchasing agent for the Pacific 
County Schools. 


Homer M. Orr of Old Town, 
Maine, has been appointed Deputy 
State Purchasing Agent, succeeding 
JoHN W. HEALEY of Augusta, re- 
cently appointed chief of the state 
police. 


Guy H. Boyce of Proctor, Vt., has 
retired from the position of pur- 
chasing agent and superintendent of 
real estate for the Vermont Marble 
Co., after 45 years of service with 
the company. 
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Q. “You are specially qualified to testify 
about typewriters, are you not?”’ 


A. “Yes, sir. Day in and day out, Court 
Reporters probably drive their type- 
writers faster and longer than any 
other class of users.”’ 





Q. What qualities do you 
require in your type- 
writer? 


A. First, SPEED -- to get 
the day's testimony 
transcribed in time. 


Second, EASY ACTION -- 
to lighten the load of 
a long day's typing. 


Third, DEPENDABILITY -- 
because we can't afford 
breakdowns. 


Fourth, LOW UPKEEP -~- 
because it comes out 
of our own pockets. 


Q. You pick out whatever 
typewriter you want, 
for yourself? 


A. Yes -- and pay for it 
ourselves, too. You 
see, we're paid by 

piece work, so our 

machines have got to 
produce at the lowest 
cost. 


*We surveyed all Court Reporters of 
record in every United States city of 
100,000 population or over... and 
can verify from the survey all the 


| statements made above. 





Ask any L C Smith 
Branch or Dealer for 
free demonstration, 
right in your office 








Is there one make of 
typewriter preferred 
by Court Reporters 
over all others? 


Yes...very clearly. 
More L C Smith type- 
writers are used by 
Court Reporters than 
all other makes com- 
bined! And Court 
Reporters use nearly 
three times as many 
L C Smiths as any 
other one make!* 


Is this marked pre- 
ference of yours for 
L C Smiths of any 
significance to 
business generally? 


I should think it 
ought to be. When 
hard users like Court 
Reporters have inde- 
pendently chosen this 
one machine, in many 
different cities -- 
and on no other basis 
than results -- I 
should think lots of 
business houses could 
take the tip. We've 
done their testing for 
them! 
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| Siper-ved \,{C SMITH 


lL C SMITH & CORONA TYPEWRITERS INC SYRACUSE 
of CORONA, the first PORTABLE TYPEWRITER 
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The Brewing Industry 


Twenty Missouri breweries produce 6°. of the 
nation’s beer; provide employment for 33,000 





The famed Anheuser-Busch 
brewery is another of the 
outstanding St. Louis indus- 
tries included in the plant 
visit program of the N.A.P.A. 
convention next month. 











a had its origin in Mis- 
souri in the early part of the 
nineteenth century. There was 
no commercial brewing of any im- 
portance, however, until the 1840's 


ADOLPHUS BUSCH Ill 


President 
Anheuser-Busch, Inc. 


and 1850’s, when the beginnings of 
the great breweries of later years 
were laid. In 1840, the per capita 
consumption of beer was slightly in 


excess of one gallon. In the period 





Sanitary science has made the modern brewery “the most immaculate spot on earth.” 
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immediately preceding national pro 
hibition, the per capita consumption 
of beer had increased to twenty 
gallons. 

The first Missouri breweries were 
primitive affairs, mere cellars with 
shacks above. It is a far cry from 
those pioneer brewing establish 
ments of nearly a century ago to 
the great breweries of today, spread 
out over many city blocks, and 
equipped with the last word in mod 
ern laboratory malting, brewing 
and packaging equipment. 

The twenty Missouri breweries 
produced six per cent of the beer 
manufactured in the United States 
last year. The Missouri breweries 
have the highest average production 
of the breweries of any state. 


Economic Statistics 


The economic importance of the 
brewing industry to the state and 
the nation is indicated by the fact 
that since relegalization of beer in 
1933, the 20 breweries operating in 
St. Louis and Missouri have paid 
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more than $60,000,000 in excise 
taxes to the Federal Government; 
$17,000,000 to state governments, 
and $8,000,000 to city and _ local 
governments. In addition, they 
pay every year $3,500,000 for barley 
grown on American farms, $800,000 
for rice, $1,250,000 for corn, and 
$400,000 for barrels and kegs for 
packaging their products. 

Approximately 33,000 persons are 
provided regular incomes, direct 
and indirect, from the operation of 
the breweries in St. Louis and the 
state. The direct brewery pay- 
rolls amount to more than $8,000,- 
000 a year. The breweries con- 
tribute to industry for freight, 
$2,000,000 a year; to advertising 
media, $2,500,000; to manufac- 
turers of trucks and delivery equip- 
ment, $2,000,000; to printers and 
fuel producers, $250,000; and to 
manufacturers of bottles and con- 
tainers, $3,000,000. In addition, 
they make miscellaneous purchases 
of approximately $4,000,000. 

St. Louis and outstate breweries 
since relegalization have spent more 
than $20,000,000 for improvements 
in buildings and equipment. Here 
in the breweries is sanitary science 
atits best. The chief chemist of the 
United States Treasury Department 
recently described breweries as the 
most immaculate spots on earth. 
In fa-t it was the breweries, three 
quarters of a century ago, that em- 
ployed Pasteur to study fermentation 
for the purpose of perfecting the 
purity of beer. It is a notable 
scientific fact that when the great 
Frenchman came out of the breweries 
he brought with him the key to the 
health of the world in the form of a 
newly discovered germ theory of 
disease and a perfected system of 
Sanitation for the protection of food 
products. 

Pasteurization was first applied in 
the United States by St. Louis 
breweries to the packaging of beer, 
and it was soon universally adopted 
by the brewing industry. The stu- 
dent of sanitary science will find in 
Missouri breweries a practical ap- 
plication of all the principles of 
cleanliness and purification laid 
down by Pasteur. The voluntary 

Continued on page 50 
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HERES A FAN LINE 





that meets 
EVERY COOLING NEED 


Ask for a demonstration 
of the Sensational! 


MIRACLE BREEZE 






Victor “Breeze-Spreaders”’ 
A quality line, including 
8” stationary and 12” and 
16” sizes in both oscillat- 
ing and stationary types. 





Victor “‘Streamliners”’ 
New, modern design — 
priced to sell in big vol- 
ume—two models, 10° 
and 12”,both oscillating. 





NO- DRAFT FAN S 











Victor 
“Tornados” ‘ . ‘ 
High velocity @ Don’t be satisfied with ordinary fan per- 
por Snead formance—learn now about Victor’s exclusive 


construction. 
Two sizes, 20” 
and 22’, also 
available in 
short pedestal 
and ceiling 
mounting 

models. 


“Miracle Breeze.”” Only Victor can give you 
the famous no-draft, no-blast action that elim- 
inates risk of catching summer colds. Keep 
everybody cool and happy with Victor's 
quality-built fans—there’s a type and size to 
meet every situation and at prices that will 
please you. Ask your dealer for a demonstra- 
tion of Victor’s “Miracle Breeze” or write for 
free catalog today! 


VICTOR ELECTRIC PRODUCTS, INC. 


752 READING ROAD, CINCINNATI, OHIO 


Makers of Victor In-Bilt 
Kitchen Ventilators 


FREE! 









Covers wide floor area, Complete specifications and 
pen Tay Big wy nob prices on Victor’s No-Draft 
easily installed. Both 12” fans. Send for your copy now! 


and 16” sizes. 
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Among the Associations 


Houston—A Past Presidents’ Club has been organ 
ized by former presidents of the Houston Association. 
J. T. McClelland, who headed the association in 1922, 
is chairman of the group for 1938. 


Kitchener, Ont.—A Kitchener branch of the 
Hamilton Association has been organized for the con- 
venience and benefit of purchasing men in that terri- 
tory. Attendance at the organization meeting in 
February was twenty-nine, including several repre- 
sentatives from the Hamilton and Toronto districts. 
T. H. Ainley of The B. F. Goodrich Rubber Co. of 
Canada, Ltd., was elected as chairman pro tem, and 
the executive committee includes Albert Brubacher 
of Briethaupt Leather Co. (Secretary), Frank Mason 
of Preston-Noelting, Ltd., and C. Bomberger of 
Canadian Blower & Forge Co. 


MARCH | 


Indianapolis—Industrial products exhibit, spon- 
sored by the Indianapolis Association, at Murat 
Temple. There were 168 exhibits, covering a wide 
range of industrial and office equipment, and stressing 
recent developments in the field of industrial engineer- 
ing. Robert C. Burnett of Wm. B. Burford Printing 
Co. was toastmaster at the dinner meeting. John E. 
Fredrick, President of the Indiana Chamber of Com- 
merce, was the principal speaker. The exhibition was 
a non-profit enterprise, all proceeds being devoted to 
furthering the course in purchasing at Butler Uni- 
versity. 


Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. Speaker: Elliott Epsteen, Attorney, 
“Contracts and Legal Phases of Purchasing.”’ 


MARCH 2 


Rochester— Dinner meeting of the Rochester As- 
sociation. Speaker: Frank H. Carter of Baltimore, 
National Vice President of District 8, N.A.P.A. 


MARCH 3 


San Francisco—-Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker: 
Paul M. Williams, Senior Marketing Specialist, U. S. 
Department of Agriculture, “Standards and Specifica- 
tions for Canned Fruits and Vegetables.”’ 


MARCH 6 


Vernalis, Cal.—Inspection visit and Blossom Festi- 
val, for members of the Northern California Associa- 
tion and friends, at El] Solyo Ranch, where 4,500 acres 
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of irrigated land are under cultivation, producing a 
widely diversified range of small fruits, vegetables, and 
other farm products, which are packed and prepared 
for market at the ranch The visit came during the 


season of plum and apricot blossoms 
| 


VIARCH 8 


Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. Motion picture showing operations of 
the East Bay Municipal Utility District, presented by 
Herbert M. Nelsen, Purchasing Agent 


Cincinnati Dinner meeting of the Cincinnati As- 
sociation, at the Hotel Gibson. Speaker: Arthur E 
Roberts, Chief Executive of the Boy Scouts of 
America, who discussed trade customs as he observed 
them during extended travel in Europe and Central 
and South America. 


Tulsa— Dinner meeting of the Tulsa Association, at 
the Chamber of Commerce. Speaker: E. W. Hie 
stand, Manager of Sears Roebuck Co., and director of 
the Tulsa Better Business Bureau, “Rackets Affecting 
the Buyer. 


Bridgeport—Dinner meeting of the Salesmen and 
Purchasing Agents Association of America, at the 
Stratfield Hotel. Speakers: Major William Hesketh 
and Lt.-Col. Russell Y. Moore, ‘‘Anti-Aircraft De 
fense of the Industrial Seaboard of Connecticut 


Milwaukee— Monthly dinner meeting of the Mil- 
waukee Association, at the Elks Club. Speaker 
Thomas D. Jolly, Director of Purchases, Aluminum 


Co. of America, Pittsburgh, ‘“‘Buying Proper Quality.” 


New York— Meeting of the Metropolitan Purchas- 
er’s Assistants Club, at the Hotel Brittany. Speaker 
Hon. W. B. Harley, former Judge of Passaic County, 
N. J., “Contracts. Motion picture, “Making of 
Glass,’ presented by courtesy of the Libby-Owens- 
Ford Glass Co., with explanatory comment by Harry 
J. Benson of that company. 


Vancouver— Dinner meeting of the British Columbia 
Association, at the Vancouver Hotel. Speaker: Mr. 
Walter Harwood, of the University of British Colum- 
bia, “‘“Economics.”’ 


MARCH 9-10 


Philadelphia—Annual industrial exhibition spon- 
sored by the Philadelphia Association, at the Penn 
Athletic Club, with more than fiftv informative dis- 
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plays of industrial products and supplies. Luncheon 
meeting on Wednesday in the Locust Room. Speaker: 
Dr. Allen Stockdale, National Association of Manu 


facturers, ‘‘Industry and the Public.’ Luncheon and 
amateur boxing bouts in the gymnasium on Thursday. 
Annual exhibit banquet and entertainment Thursday 
evening. 


MARCH 9 


Springfield, Ohio—Dinner meeting of the Spring- 
field Association, at the Heaume Hotel. Speaker 
R. J. Weber, Special Representative of the Federal 
Housing Administration at Columbus. 


MARCH 10 


Chicago—-Dinner meeting of the Chicago Associa- 
tion, at the Hotel Sherman. Speaker: Paul N. 
Swaffield, Manager of Advertising, Hood Rubber Co., 
“A Quality Product Goes to Market.” 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Motion 
picture, ‘‘The Voice of Business,’”’ presented through 
courtesy of the Hammermill Paper Co. 


Los Angeles—‘‘Petroleum Industry Night” dinner 
meeting of the Los Angeles Association, at the Elks 
Club. Speakers: W. H. Geis, President, California 
Oil & Gas Association, ‘‘The Economics of the Petro 
leum Industry;’’ and Richard Fenton, Assistant 
Executive Vice President, Oil Producers Agency of 
California, ‘The Oil Industry Has Its Problems, Too.”’ 


Birmingham—Dinner meeting of the Birmingham 
Association, at the Redmont Hotel. Speaker: Rush 
Pearson, efficiency expert, ‘‘Responsibility of Leader 


ship.” 


Seattle——-Dinner meeting of the Washington Asso- 
ciation, at the Washington Athletic Club. Speakers: 
C. E. Arney, Jr., “Current Economic Problems; 
J. C. Bower, W. O. Dickinson, and C. R. Ragsdale, 
“Controlling Inventory During Recession.” 


Pittsfield—Plant inspection visit by the Western 
Massachusetts Association, at the General Electric 
Co. Following a luncheon at the works restaurant, 
the party visited the distribution and power trans 
former departments and the plastics section, also wit 
nessing a high voltage demonstration. 


MARCH 14 


Boston—Tenth annual Products Exhibition and 
meeting of the New England Association, at the Hotel 
Bradford. The exhibition was open during the after- 
noon and evening, in the Bradford ballroom, presenting 
an informative and comprehensive display of industrial 
products and materials. Harold E. Searle, Manager 
of Sales Research, International Nickel Co., addressed 
a luncheon meeting on the topic, “What Alloys Mean 
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THE EFFICIENCY 
OF ANY MILLER 
1S DETERMINED AT 
ONE POINT---THAT 
POINT IS THE CUTTER 
---ITS QUALITY 
CONTROLS PRODUCTION 





TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 
NEW YORK STORE, 120 LAFAYETTE ST. 
CHICAGO STORE, 570 WEST RANDOLPH ST. 
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TEAR IT! 
TEST IT! 


and you will 
SPECIFY IT! 
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Bovina 


“The \Nation’s siness Paper’ 
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The Howard Paper Company, Urbana, Ohio 


Send me the New Howard Bond Portfolio 


attach to your business stationery) 





to Modern Industry.’ The speaker at the dinner 
meeting was Dr. C. J. Ramsburg, Vice President of 
the Koppers Company, who discussed “You and the 
By-Product Coke Oven.”’ 


San Francisco—Dinner meeting of the Northern 
California Association. Discussion: ‘Purchasing 
Department Records, Reports, and Library,” led by 
Ralph N. Jacobson of Federated Metals Division. 


Columbus— Dinner meeting of the Columbus Asso- 
ciation, at the Seneca Hotel. Discussion of business 
conditions and commodity markets. 


New Orleans— Meeting of the New Orleans Associa- 
tion, at Kolb’s Restaurant. Speakers: I. W. Mann, 
Jr., and J. B. Durkee, of the A. M. Byers Co. 


Wyomissing, Penna.— Dinner meeting of the Read- 
ing Association, at the Iris Club. Round table dis- 
cussion on railroad rates, bituminous coal prices, and 
the retail sales tax. 


MARCH 15 


New York—Meeting of the New York Association, 
at the Builders Exchange Club. Speaker: Dr. 
James S. Thomas, President of the Chrysler Institute 
of Engineering, ‘Benefits of Research to Industry.” 
President George P. Brockway and Vice President 
Frank H. Carter of the N.A.P.A. were honor guests at 
the meeting, and members of the Metropolitan Pur- 
chasers’ Assistants Club were also present as guests of 
the association. At an afternoon purchasing forum, 
W. F. L. Weyland of Wallace & Tiernan Co. led a dis 
cussion on “‘Receiving, Inspecting and Testing of Ma- 
terials 


Pittsburgh—Executive Night meeting of the Pitts- 
burgh Association, at the Fort Pitt Hotel. Speaker 
George A. Renard, Executive Secretary of N.A.P.A., 
“As a P. A. Views Business.”’ 


Akron— Meeting of the Akron Association, at the 
University Club. Speaker: J. A. Rogers, Atlantic 
Refining Co., “Some Interesting Facts Regarding 
Lubrication of Your Automobile Engine.” 


Charleston, W. Va.—Dinner meeting of the Tri- 
State Association, at the Kanawha Hotel. Speaker: 
Frank L. Kulow of Cleveland, Past President of the 
N.A.P.A., ““The Handbook of Purchasing.” 


Lansing—- Meeting of the Central Michigan Associa- 
tion, at the Masonic Temple. The meeting was 
designated as “Carborundum Night.” F. D. Bow- 
man of the Carborundum Co. outlined the historical 
background of the industry, and a new sound film 
showed the manufacture of abrasives in electric fur- 
naces and the making of various abrasive products. 


Continued on page 59 
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How the Pennsylvania 
Railroad Buys 


(Continued from page 33) 


are received and translated into 
purchase orders during a_ typical 
week. An additional 500 to S00 
items are handled on_ release 
orders. The total volume of pur- 
chases is now about one hundred 
million dollars annually, but it is 
difficult to generalize on this point 
because of the very wide fluc- 
tuation in recent years. Within 
the past dozen years the total has 
been as low as forty-three millions 
and as high as one hundred eighty- 
six millions. This figure is in- 
fluenced very largely by the pro- 
gram of new construction that may 
be in progress at any given time. 

This volume of work is handled 
by a departmental staff that num- 
bers eighty-three persons at the 
present time, including the pur- 
chasing officers. Of special interest 
is the cost analysis, which shows 
that the purchasing is being done at 
a cost of less than one-half cent per 
dollar of expenditure. 





John K. Conant 


(Continued from page 20) 


Then a French officer welcomed the 
unit, gravely commending their 
high humanitarian purpose but tact- 
fully suggesting that it would be of 
far greater help to France if they 
were to drive a fleet of ammunition 
trucks. That suggestion was ac- 
cepted. On May 24th the unit went 
into action in the Soissons sector 
with thirty 5-ton Pierce Arrow 
trucks that had survived, after a 
fashion, the Somme campaign of 
1916. The U. S. War Department 
has officially recognized this as the 
first American combat unit to go to 
the front after war had been de- 
clared. 

For the next five months, the 
Cornellians served with the Mallet 
Reserve of the French Army, a fly- 
ing squadron not attached to any 
division but bringing up ammuni- 
tion and supplies wherever needed 
along the Chemin des Dames front. 
They were plunged abruptly into 
the scene of heavy fighting; the 
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GENERAL ELECTRIC ANNOUNCES 









Brighter MAZDA lamps... 
EW LOW PRICES 


Affecting lamps used in Homes... Industry 
... Commerce ... Education ... Transportation 


SIGHT SAVING SIZES 


REDUCED AS MUCH AS 25% 
The 19th Major Price Cut in 17 Years 


Effective April Ist, 1938 
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SIZE WAS NOW 





FS WATT. .ccccocce BOrcccs stat 
ee ee 





150 WATT....00e00 2020+ ROP 





50-100-150 WATT... -OU*.... 40¢ 
100-200-300 watt. 45*....60¢ B 








200 WATT........ -O5*..-- dOF 
300 watt*........ 00%... 5O0¢ 
500 WATT (Clear) .. 2 L40.. $1.20 


*Clear, medium base. 





Silvered Bow! Lamps 


BUR MEANE. 2. vvenieau scaiee , genre 55¢ 
ee eee 65¢ 
NES cons wigaetarw ait fee 85¢ 
BAO WANE 6.02 ceo ncanasis ae $1.35 


ee eee $2257 ....$2.05 








Space does not permit the listing of all the types 
and sizes of lamps made by G-E. Many other 
lamps are also affected by this latest price re- 
duction, including lamps for streets, highways, 


trains, locomotives, and street cars. 


On April 1st, General Electric announces 
a double saving for everyone who wants 
better light for better sight: 


First, new brighter MAZDA lamps that 
give you more light than ever before, at 
no additional cost for current. Second, 
General Electric’s 19th major price re- 
duction in 17 years. New low prices on 
sight-saving sizes for the home, and on 
nearly all sizes used in stores, offices, 














factories, schools, and transportatios 
This makes better light available to m¢ 
and more people every year at lower co 
Because of this continued policy of offe 
ing better and better MAZDA lamps 
lower and lower prices, it pays to mak 
sure that each bulb you buy carries tt 


famous G-E monogram. 


General Electric Company, Nela Park 


Cleveland, Ohio. 
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W. C. HAMILTON & SONS, MIQUON, PA. 


Shock to the uninitiated youngsters 
was terrific, yet they acquitted 
themselves with distinction. And 
presently Conant found himself 
acting as Chef de Section, succeeding 
his old companion, Tinkham. 

In September he had his first ten 
day leave. Part of this interlude 
he spent, rather incredibly, clamber 
ing over the glaciers of Mont Blanc, 
across the Swiss border amid idyllic 
surroundings. But first he visited 
the American Army Headquarters 
in Paris. There was a single bare 
room, with no one in attendance at 
the time of his call. But the door 
was open, and Conant left a note 
applying for transfer to the Ameri- 
can forces and—-as he had just 
turned twenty-one—asking for a 
commission in the Field Artillery 
on the basis of various qualifications 
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of training and service which he de 
Among the 


~ 


tailed at some length. 
reasons that he didn’t mention 
was the fact that his near-sighted 
ness, which somehow escaped official 
notice throughout his war experi 
ence, would have effectually barred 
him from any other active branch of 
service. When he returned to his 
outfit, days later, he found an order 
granting both requests 


7. FOLLOWED A chain of cir 
cumstances, including several 
accidents of timing and delays it 
orders, which materially altered any 
plans which he might have made or 
which might have been made for 
him. Eventually, however, forti 
fied by an intensive period of train 
ing under French artillery officers 
while awaiting the arrival of Ameri 


can troops, he was attached to the 
\7th Field Artillery of the famous 
2nd Division, U. S. regulars, as a 
2nd Lieutenant, and assigned——of 
all things—-to an observer’s post. 

The history of the 2nd Division is 
too well known to require repeating 
here. Thrown into action first at 
Verdun, it then spread out as the 
single thin, unsupported line of 
defense between the Prussian Army 
and Paris, at Chateau Thierry and 
Belleau Wood. Then came _ the 
Soissons offensive of July, which 
definitely turned the tide of war, 
and during which Conant directed 
the fire of his batteries into the 
very terrain he had come to know 
so well when driving an am- 
munition truck the previous sum- 
mer. A_ brief respite, then St 
Mihiel, the Champagne offensive, 
the Meuse-Argonne. On the after 
noon of the Armistice, the 2nd 
Division was still pouring its rain of 
steel into enemy territory. 

As observer and intelligence 
officer, Conant found himself posted 
in the hottest spot of every major 
engagement. His private collection 
of war mementos is unique in its 
array of intimate data—-maps made 
on the field, under fire, and scraps ot 
authentic information picked up 
from enemy positions while the 
guns were still hot and angry. But 
most of all, he has his memories—a 
lifetime of experience and emotional 
stress crowded into a few tense weeks 
and hours, a tremendous pride in 
the magnificent outfit of which he 
was a part, and a fatalism born of 
that experience. He had seen how 
chance can wreck the most careful 
plans and the finest judgment, and 
had learned the supreme virtue of 
accepting the immediate responsi 
bility and going on courageously 
with the job in hand. Every man 
in his observation detachment was a 
casualty. For months he had felt 
the law of averages increasingly and 
stacked 
him. Yet he came through without 


overwhelmingly against 


a scratch. As he moved on into 
Germany with the Army of Occupa 
tion, he was wearing the double 
bars of a captaincy, and had 
earned the intense satisfaction of 
knowing that, as a reserve officer, 
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he had made the grade with highly 
trained regulars in the toughest go- 
ing of the war. 


ETURNING IN May, 1919, he took 
R six months to readjust himself 
and lay a course for the future. 
Although he was only twenty-two, 
a return to the classroom now 
seemed unthinkable. Moreover, he 
was reasonably sure that he 
wouldn’t engage in any line of work 
where the engineering degree would 
be essential. Nevertheless, Cornell 
conferred the M.E. in recognition of 
his good standing at the time of his 
enlistment. 

The following January he took a 
job with the Schedule and Stand- 
ardization Department of the Cur- 
tis Publishing Company, and for the 
next five years learned the practical 
side of production and coordination 
in a large scale manufacturing opera- 
tion. Also, he became engaged to 
a most charming young lady of 
Philadelphia. 

The instinct for planning his 
course was still strong within him. 
Sheer force of circumstance had 
done much, but it wasn’t going to 
leave him in a rut. He wanted to 
get experience with a smaller com- 
pany, so he turned in a long-term 
notice and started looking around. 
An opening developed in a New 
England printing ink establishment, 
and Conant had an interview. The 
following Monday evening he was 
invited, by telephone, to become 
purchasing agent of the George H. 
Morrill Company, on a_ week’s 
notice, and accepted the offer. 
That Thursday, he and Jane Briggs 
were married, and spent a three-day 
honeymoon motoring up to their 
new home in Boston. 

The purchasing work was highly 
congenial, particularly as it brought 
him into intimate contact with 
virtually every phase of the com- 
pany’s operation. Far from finding 
it a restricted field, he saw in the 
buying function a constantly broad- 
ening opportunity. We _ suspect 
that his own progressive outlook 
had a lot to do with that line of 
development. Be that as it may, 
the process of merger, which has 
proved to be a submerger for many 
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TRY THEM 


in your Own Ring Books 
Mr. Purchasing Agent. 


NATIONAL METAL-HOLED 
RING BOOK SHEETS 


You will find them stronger, thinner, better- 
wearing than other reenforced sheets. Cop- 
per, bonded to the paper, more than triples 
strength with only 60% added bulk. And 
copper rides the rings smoothly in use. Won't 
fray; won't curl; is unaffected by moisture. 
On National-Hammermill ‘‘Eye-Ease”’ paper 
that cuts glare, reduces eye-strain. 





Fes NATIONAL BLANK BOOK COMPANY Rang wae 


bs (0) > de) 628m. 7-3-7 Cod. 08f-) yw iy) 


ORIGINATORS OF EYE-EASE RECORDS 
N.Y. City-100 Sixth Ave. Chicago-328 S. Jefferson St. Boston-45 Franklin St. 


LNATLON 





After many unsuccessful attempts covering a period of more than te 
years, the first permanent Atlantic Cable was laid by Cyrus W Fie 
in 1866, who chartered the largest vessel then afloat, the C 
Eastern, for the purpose. 


Today ten cables cross the Atlantic. 








Attempts to lay the a cable are but one of the interesting 
sodes in the story of Communication—in which The Miller-Bryant- | 
Pierce Company has performed prominently since 1896. aa 





Consult the Voice of Experience in the Application of Carbon Papers, Inked 
Ribbons, Stencil Inks To Your Specific Requirements 


Direct Branch Service 
THE MILLER-BRYANT-PIERCE COMPANY 


Manufacturers of 


MILLER LINE 
CARBON PAPERS, INKED RIBBONS, STENCIL INKS 


219 River St., Aurora, Illinois 
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EXACT INFORMATION 
AT YOUR FINGER TIPS! 


Visible Record Books will speed your work 

and insure accuracy. Purchase Records, 
Quotation Records and Perpetual Inventories 
are among the most active and most valuable 
records of an organization. For this reason, 
they should be maintained in Visible Record 


. 
Binders—they provide quick reference, pro- 3 
tection against loss and are inexpensive to ele 


maintain. 


SEND FOR SAMPLE FORMS 


We regularly carry in stock a wide range of 























forms especially designed for purchasing 
offices—as well as records for other de- 
partments of a business. Write for complete 
booklet—it illustrates and describes up-to-date methods of interest to the 
Purchasing Agent. 


{ FULL RANGE OF RECORD KEEPING EQUIPMENT 
In addition to Visible Books we offer a full line of all types and 
styles of binding devices both for current and transfer work 
Also covers for advertising literature—catalog, sales manuals 


price lists, etc. Catalog on request. 
THE C. E. SHEPPARD COMPANY 
14-07 Cesco Long Island City 
Twenty-first St. New York 

















COILED WIRE 
SPRINGS 


UVALITY 
ABRASIVES 


WIRE FORM MARK 
SPECIALTIES ALUMINUM OXIDE 


SILICON CARBIDE 


CORUNDUM 
(AFRICAN) 


TURKISH EMERY 


Refiners and Makers 


re) 
ABRASIVE GRAINS 
AND 


Springfield, Ohio, U.S. A. FLOURS 





‘“‘Where Your Patronage AMERICAN ABRASIVE COMPANY 
Is Appreciated’’ WESTFIELD, MASS. 
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a baffled business man, saw Conant 
quite logically sifted to the top of 
the heap in his particular field. He 
was back in big business, and he has 
made good in that position. 


OHN Conant is a busy man, with 
J wide interests and with the fac- 
ulty of getting things done. Perhaps 
that is the very reason why he is 
asked to undertake the leadership of 
so many outside activities. They 
are not “outside” for him, because 
he is by nature an active member of 
society and believes in doing his 
share. In suburban Larchmont, 
where he makes his home with Mrs. 
Conant and little Joan, John and 
and Jane, his 1938 program has in- 
cluded the chairmanship of Boy 
Scout Week, the executive board of 
the Larchmont Men’s Club (after a 
year as program chairman and a 
year as president), and the presi 
dency of the Community Chest 
(after serving as general chairman of 
its fund campaign). 

His neighbors, like his colleagues 
in purchasing, keep drafting him for 
new responsibilities. Frequently he 
must wish for a little time to him 
self, but he is not one to duck a 
chore. He holds the firm convic- 
tion that community and association 
affairs will be capably administered, 
and a wealth of new talents un- 
covered, if you keep asking men to 
take their part. In his own case, 
it has worked admirably.—S. F.H. 


The Brewing Industry 
(Continued from page 43) 


use of pasteurization by the brewing 
industry forced its application, 
through legislation, to practically 
all packaged food products. 

The value of the industry cannot, 
therefore, be measured either from 
an economic, industrial or social 
point of view, without taking into 
consideration its great contribution 
to the health and happiness of the 
people. 

In the pre-prohibition period, St. 
Louis-made beer was exported 
throughout the world. It was 
shipped in full train-lots to the 
Orient—China, Japan, Australia 
and the Philippine Islands, and 
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pein tush shipments pile up and speed becomes a 

ecessity . . . it's fatal to use ordinary sealing tape. 
Red Streak Sealing Tape offers coger yg that No. 1 
=, and the best ° i can give aster sealing 
speed can be attai because of its quick setting prop- 
erties... an pee amount of glue assures a permanent 
eyo atte today for samples and let us give you 
the details. 


THE BROWN-BRIDGE MILLS, INC. 
TROY, OHIO 


scan DF TAPES 





to all other civilized countries. It 
won first premiums at world ex- 
positions in competition with the 
finest European beers. There was not 
a first class hotel in the world where 
St. Louis-made beer was not on sale. 

The world war, which paralyzed 
shipping, followed by national pro- 
hibition, destroyed this export busi- 
ness and since relegalization, the 
breweries have confined their sales 
efforts principally to the domestic 
markets. St. Louis-made beer is 
shipped to every state and county in 
the United States in which the sale 
of beer is legal. 

The city and state breweries, in 
1938, will buy more than 4,000,000 
bushels of grain from farmers in the 
St. Louis trade territory. Brewers 
of the United States will buy more 
than 60,000,000 bushels, and the 
other beverage industries will buy 
an additional 50,000,000. Those 
purchases will absorb a large part of 
what formerly constituted an ex- 
portable surplus—about 10% of 
the marketable grain crop. 
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Surplus grain, both in the domes- 
tic and foreign markets, always has 
a depressing effect on prices. The 
relegalization of beer and other 
beverages has had an important 
bearing, prices of 
farm products by absorbing a large 
part of in the prohibition 
period, amounted to surpluses. 


therefore, on 
what, 


Large quantities of timber, used 
in the manufacture of barrels and 
cases, are also bought in the near-by 
markets, and much of the actual 
manufacture is done in St. Louis. 
Enormous quantities of bottles, and 
other containers for beer, are manu- 
factured near St. Louis, and the 
effect of this revived industry again 
is reflected in the business of the 
city. 

A visit to one of the large brewer- 
ies, with all the available parking 
space for blocks occupied by auto- 
mobiles—many of them of late 
models—offers visible proof of the 
stimulating effect of relegalization 
on the business of manufacturing, 
assembling and distributing motor 
cars. It is estimated that the brew- 
ing industry of the United States 
spends approximately $25,000,000 a 
year for trucks, with another con- 
siderable outlay for cost of opera- 
tion. 

Owing to the multiplicity of fed- 
eral, state and local laws and regu- 
lations governing the manufacture 
and sale of beer, the requirements 
for the successful management of a 
brewery are probably more exacting 
than in any other business. The re- 
establishment of the brewing indus- 
try in Missouri to its old pre-pro- 
hibition magnitude has, therefore, 
brought into the state numerous 
technicians, sales executives and de- 
partment other 
states. 


managers from 

With the relegalization of beer in 
April, 1933, the business 
structure of the country was given 
an immediate lift. 


entire 


Thousands of 
workmen, in more than a hundred 
different industries, were called back 
to their jobs. 
try, almost 


The brewing indus- 
totally wrecked by 
fourteen years of national prohibi- 
tion, met its reconstruction and re- 
habilitation obligations—costing ap- 


proximately $500,000,000—without 
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THOUSANDS OF 
FABRICATED PARTS 





Tell us your FABRICATING PROB 
LEMS. We will gladly send samples 
suggestions without obligation. /” 


fabricate above parts ourselves. 


We are equipped to furnish Wir 
our alloys for all purposes in gauges |! 
.017 to 1% inch diameter.  Brist 
Wire has been specially processed fo 
manufacturer of Tubular, Split or Comm 
Rivets. Bristol Screw Wire will pro 
round, flat, oval or washer head Screws w 
full perfect heads and threads. 

Bristol Wire is also processed especia 
for Screw Eyes, Hooks, Chains, Spring 
Jewelry, Common and Safety Pins. O 
experience has been broad in solving 
troubles. 


THE 
— BRASS CORP. 


BRISTOL, CONN. 


Brass and Copper Alloys 
i SHEET - ROD - WIRE 
Established 1850 
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They Look Alike 


BuT ARE THey? 


FIND OUT ABOUT 


CARBON PAPER 
BEFORE YOU BUY! 


° 99 

“Like as two peas’’ is only a 
saying. Examination will prove that 
there is a difference in carbon 
papers. Be sure your examination 
is thorough. It is very difficult for 
many carbon paper manufacturers 
to get every sheet absolutely uniform 
in quality. ‘‘Near enough” can cost 
you a good many dollars. Columbia’s 
name on the box will save them! 


@ Columbia Ribbons and Carbons are 
guaranteed as to uniformity, quality and 
dependability. Many years of experience 
and unsurpassed resources insure that 
you can buy Columbia products with 
confidence—the confidence you should 
demand in all your purchases. 


@ Columbia proves that “there IS a 
difference in carbon papers.’””’ Columbia 
defines this difference by giving quality 
that is always the same. Tell us your 
requirements—usual or  unusual—and 
let us tell you how Columbia’s “‘difference”’ 
will serve you. 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 


Main Office and Factory 
Glen Cove, L. I., New York 
BRANCHES 


New York, Chicago, Philadelphia, Pittsburgh, 
Cincinnati, Nashville, New Orleans, 
Kansas City, Milwaukee, 


Minneapolis 
—also— 
LONDON, MILAN, SYDNBY, 
ENGLAND ITALY AUSTRALIA 


tee a ace ee sala ae eS 





borrowing a dollar from the Govern- 
ment. 

In this rehabilitation program, 
Missouri brewers not only relied 
upon their own resources, but many 
of them forged ahead with expensive 
improvements. In less than five 
years after the brewing industry 
of the United States was restored 
to legality by Act of Congress, it 
has paid in taxes the equivalent of 
twice its capitalization, and with the 
other relegalized industries, has 
provided steady employment for 
more than a million persons 


Reprinted by special permission from 
St. Louis Commerce, official publication of 
the St. Louis Chamber of Commerce 


What Happens to the 
Order 


(Continued from page 18) 


required to set up a piece in a ma 
chine tool. Sometimes it is unde- 
sirable to take the part out of the 
machine and sometimes it is almost 
impossible, due to the fact that part 
of the machining operation has taken 
place and it is very difficult to reset 
the piece and start the remachining 
operation. Furthermore, it is a 
problem to find a place on the floor 
to store the piece. Other jobs have 
moved up to the machine tool to 
take their place in the schedule of 
that shop. The delay on one order 
may affect several other orders. 

Let us get back to this ‘‘hold”’ 
which came in from the customer. 
Is it a change in speed? This might 
be very serious. The forging which 
has been ordered from the outside 
supplier might have to be changed. 
Many of the drawings might be 
affected by this change. Any devi 
ation whatever from the normal flow 
of the original entry of the order 
may change a few or all draw- 
ings for the apparatus. The cost 
for a change which may be small, 
might be very high when you con 


_ sider the number of drawings which 


might have to be changed, the time 
required to stop machining work, set 
the part off to the side until com- 
plete information on the change is 
received, etc., etc. The time interval 
between the stopping of work and 





Sle aR 


MECHANICAL PENCIL 


WRITES BLACK, RED, 
BLUE, or GREEN at 
FLICK OF THUMB 


A boon to every office man, for, 
record identification, underscoring, 
or special emphasis, you change colors 
of lead in a jiffy. Standard size leads 
available everywhere. Beautiful 
octagonal engraved nickel barrels. 
Length 544 in. Has supply of re- 
serve leads under cap—also eraser. 
Order No. P16J85. Retail $2.50 
An ideal premium or prize item. 
Price per dozen $15.00. Sample 
postpaid $1.35. 


HAVE YOU OUR CATALOG? 


If it's prizes, premiums, novelties, 
specialties, or fine gift wares, you'll 
find the most comprehensive selection 
offered in the Hagn catalogs. Snappy 
seasonable bargain catalogs and an 
elaborate 600-page ‘Jewelry & 
Gift Book" are yours for the asking. 
No obligation, no salesman to bother 
r you. 


JOSEPH HAGN COMPANY 


— Wholesalers since 1911— 


223 W. Madison St., Chicago 














23"? Annual Convention 
National Association 
of Purchasing Agents 
St. Louis...May 23-26 
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PURCHASING’S 


1938 SPECI AL 
CONVENTION ISSUES 


tion 
MAY - Pre-Conven 
JUNE - Convention Report 





Leading indus i 
sented every year il pay you, 
lasting numbers- oa advertising 


aca dn 
PURCHASING 


ONLY NATIONAL MAGAZINE PUBLISHED 
EXCLUSIVELY FOR PURCHASING AGENTS 


when we receive the new informa 
tion may be only two or three days; 
however, the time lost in production 
might be weeks and even months. 
Sometimes these changes cannot 
be avoided. The customer’s engi- 
neers may find that it may cost them 
thousands of dollars to locate 4a 
transformer, with its terminals 
brought out a certain way, in a sub- 
station as originally designed. Per- 
haps they cannot obtain necessary 
right of way, etc. Therefore, the 
changes had to be made. The cost 
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of making the changes may be a 
small item compared with the other 
costs in the substation, etc. 

The question of shipment is 
always one of concern. The delays 
which have been given previously 
may cause delay in shipment of 
several other orders, as well as the 
one on which the changes were 
made. Let us consider an example 
of a special high speed switching job 
which involved a number of special 
high speed relays. The customer’s 
engineers, together with our engi- 
neers, start a discussion on what is 
required. The order for relays has 
been entered and they are on the 
test rack; in the meantime, an 
order is in the schedule for relays 
for a step regulator; the relays for 
the regulator are held up; the regu- 
lator is held up; the relays for a 
network protector are held up; and 
so on. Our supplier may be late. 
He may have his own troubles, and 
his troubles may be similar in na- 
ture to ourown. All together, they 
cause delay in the final shipment of 
the apparatus on time. Strange as 
it may seem, we may complete 
the apparatus, have it on the car, 
and then wait for shipping instruct- 
ions from the customer. Sometimes 
we receive instructions in routing 
which cause delay. 

We have talked at length today 
of our problems in connection with 
your orders. 1 know you have your 
problems in doing business with us. 
But no matter how many changes 
you make, no matter how many de- 
lays you request, that is a part of 
our being in the business we are in. 
The electrical industry is in its in- 
fancy. As long as we have engi- 
neers (and we are an engineering 
organization) we will continue to 
make changes. We will always see 
a better way of doing the thing 
which we do today. 
from today to tomorrow we will 
establish standards 


As we pass 


standards in 
methods and standards inapparatus. 
The more standards we use, the 
less our worries, which gives us more 
time to assume more worries for the 
new standards of the future. 


—_—. = 


Address at the Midwinter Conference, 
Public Utility Group, N.A.P.A., Chicago, 
February, 1938. 
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When Buying Non-Ferrous Alloys 
Consider Seymour Nickel Silver 


Why? Because very probably you will 
buy it automatically thereafter, saving 
your time and insuring success in your 
shop. Sheer high quality has kept this 
alloy in an important percentage of the 
metal working plants of this country 
for over 50 years. 


No inconsiderable portion of such 
plants became users of Seymour Nickel 
Silver through trying it out in place of 
a less suitable alloy—and finding that 
its silvery white color, non-corrodible 
propensities, and flexible tempers 
made possible a better product. 


If you wish, we will be 
glad to send you a pamphlet 
describing Seymour Nickel 
Silver, and file your name 
to receive a complete man- 
ual now in preparation. 

THE 
SEYMOUR MFG. 
COMPANY 
55 Franklin St. 


Seymour, Conn. 

















PRINTING 


Lowest prices on 
Letterheads Envelopes 
Statements 


Cards 


Circulars 


Salesbooks 
Invoices 

* 

5000 Envelopes $8.40 


delivered 
* 

Send sample of your 
present printing for bid 
® 
Drop us a postal for real 
money -saving 
Price List 
* 


DAVID NICHOLS CO. 


Box 84 Rockmart, Georgia 














DAYTON 
GRINDING WHEELS 


Regardless of your 
quirements, you can 

a Dayton abrasive whe: 
of the exact specificati 
the work demands. 

the market for years a1 
the preference for a wide 
range of operations. Writ 


The 
Simonds-Worden-White Co. 
Dayton, Ohio 


FACTORIES AT: Dayton, Cleveland 
Beloit, Buffalo 
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NEW PRODUCTS & IDEAS 


PORTABLE 
ELEVATING 
TABLE 


No. 567 





LL-STEEL CONSTRUCTION, and simple design that has 

nothing to get out of order, characterize this new elevating 
table adapted to a wide variety of industrial uses. With it, one 
man can remove dies from storage shelves, convey and place 
them in presses, support and level overhanging pieces of work on 
drill presses, etc., rearrange dies and other heavy parts on stock 
room shelves, transfer heavy work from horizontal mills to drill 
presses, and the like. The table top measures 20 X 32 inches, and 
the range in height is from 26 to 43 inches, each revolution of the 
hand wheel raising the table */, of an inch. It has a capacity of 
one ton, remains fixed in any position, and is mounted on two 
ball bearing swivel casters and two stationary casters for ease in 
moving it about 

L’se coupon below 


NON-SKID 
TREADS 





No. 568 


ib THIS NEW safety metal, electric furnace abrasive grains 
are applied to cast iron, bronze, aluminum, or nickel silver by 
a special casting process, which insures a uniform and virtually 


PURCHASING 
11 West 42nd St. 
New York, N. Y. 


Please send complete data on the New Products 
listed by number below: 
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indestructible bond. The resulting tread is unaffected in its non 
slip properties by water, oil, or other liquids, and is highly resist 
ant torust and acid corrosion. In the tread design, the abrasiv: 
grains are carried entirely over the nose of the stair and are con- 
centrated at this vital point. The material is also availablk 
flooring, for ramps, platforms, sills, thresholds, trench covers, et 


L’se coupon below 


BENCH-TYPE 
RIVETER 


No. 569 


AN AUTOMATIC multiple riveting unit has been de 
veloped particularly for use as a production tool in small 
volume manufacture. It is extremely flexible, and is readily set 
to meet the requirements of a given assembly. It has a double 
riveting head, adjustable centering device, safety non-repeating 
clutch permitting high speed operation without hazard to the 
operator and providing uniform insertion and closure. The 
heads may be operated simultaneously or singly. The machine 
is available in two models, for light and heavy duty work. It is 
mounted on a bench, and equipped with extension trip rod and 
floor trip treadle 


Use coupon at left 


HAND TRUCK 


No. 570 





— ALLY DESIGNED for handling oxygen and acet 
KY ylene tanks for portable welding and cutting applications, 
this hand truck is equipped with a 14-inch platform of steel plate, 
and with two chains to hold the tanks in position against a sturdy 
angle frame. Mounted on a pair of 15'/.-inch wheels, the overall 
width of the truck is 30 inches, height 49'/, inches, and weight 98 


pounds 
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HAND 
LIFT TRUCK 











- Pigeons IN SERVICE to more complicated and ex 

pensive equipment is this new lift jack platform truck. The 
skid platforms are of */,-inch seasoned oak, fitted with a pair of 
broad-faced wheels at one end, and with skid feet and engaging 
pin at the front. The pin engages a detachable lift jack, which 
operates simply by pulling down on the handle, raising the skid 
feet off the floor and permitting the load to be moved easily to 
destination. To remove the jack, it is necessary only to lift the 
handle and roll it out, and the jack will stand vertically by itself 


Use coupon page 54 


UNDERSHOE 





No. 572 


ADE OF RUBBER FABRIC similar to that used in an 

automobile tire, and equipped with a pair of straps for 
fastening over regular working shoes, this new undershoe pro- 
vides the worker with a resilient cushion that absorbs shock on 
hard floors and prevents slipping on wet or greasy surfaces. 
Three sizes fit men’s shoes from No. 6!/2 to No. 12, and one size 
fits women’s shoes from No. 5!/s to No. 71/2. 


Use coupon page 54 


PORTABLE 
HACKSAW 
MACHINE 


No. 573 





RECISION CUTTING of metals in any degree of hardness, 
without chatter marks and without bruising or tearing 
even thin-wall tubing, is made possible in this new machine. It 
is readily portable, and can be used on the floor or bench in any 
yard, shop, or warehouse. It is driven by a '/2 hp. motor, either 
electric or gasoline. The powerful and accurately machined vise 
is adjustable to an angle of 45°; manual controls consist of an 
electric switch, clutch handle, and vise handle. The saw frame 
travels in fifteen inches of bearing, and is guided top and bottom 
by a steel bar passing through a bronze fork. The saw comes 
into work from a cam action; the hardness of the metal deter- 
mines how far the teeth will penetrate, so that there is no over- 
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1885 - 1938 


_@ Modern industry is built 
upon the experience of years. As 
experience is gained, products 
improve and as products improve, 


a reputation is built. 


The reputation of Sterling Abra- 
sive products has been built on 
just such a foundation... steady 
growth, steady improvement and 


steady recognition. 


Sterling builds only the best in 


grinding wheels. 


USE STERLING —THE WHEELS OF INDUSTRY 








THE STERLING GRINDING WHEEL CO 


Abrasive Division of The Cleveland Quarries Co. 


Factory and Office: TIFFIN, OHIO «© CHICAGO: 912 W. Washington 
Boulevard «¢ DETROIT: 101-107 W. Warren Ave. 


STERLING | ABRASIVES 
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HE 
HAS 
THE 

ANSWER 


OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 


Branch Offices and Representatives in All Principal Cities of the U. S. 





When you want real, competent 
help on a cleaning job . . . want 
to get data on methods or ma- 
terials that meet your specific 
requirements, get in touch with 
our Service Man in your locality. 


He has the answer . . . long years 
of successful experience serving 
concerns like yours enables him 
to give you specific reeommenda- 
tions that help save money .. . 
that do your cleaning efficiently, 
satisfactorily. Write today, we 
will put you in touch with him. 

















BEAVER COAL 


MINES: Scalp Level, South Fork, Hastings and La Rayne 


SIZES: Lump — Egg — Nut — Pea — Stoker — Mine 


CORTRIGHT COAL COMPANY 


PENNA. BLDG. 
PHILADELPHIA 


Bituminous 


Coal 


Districts of Penna., and Fairmont District of 
West Virginia. 


Run—Especially Prepared Coal for Pulverizing. 


ONE BROADWAY 
NEW YORK 


























Write for 
Circular 





Speedy and 
Accurate 


Hand Sawing 


is now possible. This revolu- 
tionary, heavy duty hack saw 

frame, drop forged from hard alumi- 
num alloy has changed the entire hack 
saw picture. Absolutely rigid with 
machine-type blade holders, it holds an 

unbreakable, high-speed-edge blade at ma- 
chine tensions. Double handed grips increase 
power and accuracy. Improved design applies 
power below the line of cutting and prevents the 
blade from sticking in the cut. Try it and you will be 

satisfied with no other. Your dealer will demonstrate. 


5760 Bloomingdale Ave. Chicago, U.S.A. 


ARMSTRONG-BLUM MFG. CO. 
‘*The Hack Saw People’’ 
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load or overheating at any time; the return stroke clears the cut 
by 1/;-inch. It is adapted for cutting round or square stock up 
to 7 inches in diameter and 5 inch stock to be cut at a 45° angle. 
Length of stroke is adjustable at 2, 5, or 6 inches 


Use coupon page 54 





HUMIDITY 
CONTROL 





XCESS CONDENSATION AT a window is prevented by 

this control device to be used in connection with humidifying 
equipment. Since relative humidity rises rapidly on approach to 
a cold surface, such as a window, in winter weather, the ordinary 
humidistat installation cannot control this condensation. The 
instrument shown in the illustration consists of a bracket which 
holds a moisture-sensitive unit against the window pane. Ele 
trical connections are made by which, as the humidity rises at 
this point, the unit will overrule the ordinary control apparatus 
and shut down the humidifier until further humidity can be 
added without dang r of condensation on walls or windows 


Use coupon page 54 





CUTTING BARREL 


DAPTED FOR WET OR DRY grinding (with sand and 


water, oil, emery or other abrasives), pulverizing or mixing, 


No. 575 


this cutting barrel is featured by a special design which produces 
a triple motion in tumbling material—over and over, end to end, 
and folding in—this multiple action resulting in quick and 
thorough grinding of irregularities and smoothing surfaces. The 
capacity of the barrel is 10 cubic feet. The opening is 103/, inches 
square, fitted with botha solid anda strainercover. Bodycastings 
are of a special alloy, insuring long life and rapid cutting action 
Mounted on self-aligning ball-bearing pillow blocks, with fully 
guarded roller chain drive running in an oil bath. Furnished in 
two styles—for belt operation as illustrated, or with motor drive 
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METAL 
DETECTOR 


No. 576 


ETECTION OF TRAMP iron in bundles or packages of 

non-magnetic materials is announced by both visible and 
audible signals in this new instrument. The material is passed 
through the machine either by hand or on a belt conveyor. It 
passes through a radio circuit, and if any tramp iron is present 
the balance of the circuit is upset, operating the signals through an 
amplifying device. It can be set for varying degrees of sensitiv- 
ity, and on the belt model it can be arranged to reverse the con- 
veyor automatically for the discharge of the contaminated ma- 


terial. 


Use coupon page 54 


FINGER GUARD 


No. ; 


wt 
~l 





7 CHROME LEATHER finger guard is designed to pro 
tect the thumb, fore and middle fingers against injuries in 
grinding and sorting operations. It is worn over the bare hand, 
and is available in both right and left hand patterns, held around 
the wrist by means of an adjustable string fastener. The stand 
ard model is thread sewed and has extra patches on the fingers 
and thumb to afford protection and service. It may be had 
without patches, steel reinforced, or steel sewed instead of 
thread sewed. 


Use coupon page 54 














SLITTING MACHINE No. 578 


SLITTING AND side trimming steel strip, in conjunc 


tion with efficient means for uncoiling and recoiling the 
materials, the assembly shown in the illustration has been de- 
veloped. It includes two reel stands, mounted at either end of 
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AIDS TO # GRAB-IT 
LIFTING 7 ._ DRUM 





GRAB-IT trucks will easily 
transport containers weigh- 
ing from fifty to seven 
hundred pounds. Barrel 
Truck made in four models. 
Drum Truck in one. 


Each adjustable to three 





different sizes of contain- 


ers by altering position of 









grab members. Equipped 





with roller bearing wheels. 


















Prices and literature sent 


on request. 











_ GRAB-IT 
WASH CO. 1 BARREL 
720 N. BOWMAN. AVE. 4 TRUCK 


DANVILLE, ILLINOIS 


CUT YOURSELF A 


SLICE OF PROFIT 
with the 


Payer 4lade 


THAT CUTS 
YOUR COSTS! 


4iff 


"That he who rad? &) may cut well” 


LORING COES COMPANY 


Established 1830 
MACHINE KNIVES 
WORCESTER MASSACHUSETTS 
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IN BUYING BARNES-MADE 


SPRINGS 


These production safeguards insure the 





success of spring orders placed with Barnes: 


1 A spec ialized crew to enter, route and 
check your order all along the line. 


2 Compact produc tion units ¢ apable of quic k 
shift-overs in case of emergency, W ith maximum speed 
on replac ements and hold-ups kept at a minimum. 

> Completely stoc ked w arehouse fed by 
Barnes’ own mill- spec ializing in high-grade cold 
rolled spring steel. 

4 Experienc ed trouble-shooters to help un- 
ravel the kinks in your spring design or performanc e. 


Next time have it Barnes-made 


WALLACE BARNES CO. 


Division of Associated Spring Corporation 


BRISTOL, CONNECTICUT 



































Always at Your Service 


ANTHRACITE 
COKE 
BITUMINOUS 


You will find this 
a good house to do business with 








YATES-McLAUGHLIN, INC. 


Rand Building Buffalo, N. Y. | 





























BARNES 


| ati 
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Barnes Band Saw Blades are hard-edged 
for fast, accurate cutting and long life. 
There’s a Barnes distributor near you! 


W. O. BARNES CO., INC. 





Detroit, Mich. 
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the slitting unit. Each of these stands is equipped with two o 
more drums, which are swung into position as required, leaving 
the other drum free for removing or replacing coils without inter 
fering with continuous use of the slitting equipment. The recoil 
ing stand is power driven by a motor and speed reduction as 
sembly, and the drums on the uncoiling unit are equipped wit! 
adjustable drag brakes so that they will pay off at the proper 
tension and will not over-run in the event that the equipment } 
stopped suddenly 


Use coupon page 54 





POWER BITS 
FOR 
PHILLIPS 
SCREWS 





No. 579 











Py IMPLETE LINE of power bits is now available, ranging 
in size and design to cover the range of Phillips recessed 
head screws, and for use with all types of electric, air, and spiral 
screw drivers. These power bits are of high quality alloy steel, 
tempered and hardened to give the ultimate in strength and long 
wearing qualities 


U’se coupon page o4 


AIR CIRCULATOR 
TABLE 


No. 580 





Kk FICIENT COOLING, plus attractive appearance and 
4 utility, feature this new item for the office, store, or home 
Underneath the table is located a fan of special design whic! 
quietly draws in an abundance of the cool lower air and recircu 
lates it without creating blasts, drafts, or other annoyances. A] 
the mechanical parts are enclosed in a metal grille. It is available 
in various finishes, including brown and ivory, black and chrom: 


or all chrome 


L’se coupon page od 





REVERSIBLE RATCHET WRENCH 
No. 581 


Peeps VANADIUM STEEL its used in the constructi 
A of this reversible ratchet wrench, with knurled handle 


provide a gripping surface. It is fitted with a lug on one side 
take inch square sockets, and with a square opening on the 
other side to drive inch adapters 
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Among the Associations 
(Continued from page 46) 


MARCH 16 


Canton— Dinner meeting of the Canton & Eastern 
Ohio Association, at the Orioles’ Home. Round table 
discussion of association affairs and commodity trends. 


St. Louis— Meeting of the St. Louis Association, at 
the York Hotel. Speaker: George A. Renard, Execu- 
tive Secretary, N. A. P. A., ““New Economics for Old.”’ 
Member speaker: 
Service Co., “Transporting St. Louis by Rail and Rub 


George E. Owen, St. Louis Public 


ber.” 


MARCH 17, 18, 19 


Del Monte —Annual meeting of the California State, 
County and Municipal Purchasing Agents’ Associa- 
tion, at the Del Monte Hotel, President Arthur G. 
Meldrim presiding. The program included the follow- 
County Purchasing 
Col. Wayne Allen, Los Angeles 
“Budgets and Operation in City of Berke- 


ing addresses: ‘‘Los Angeles 
Organization,’ by 
County ; 
ley,” by H. L. Davisson, Berkeley; ‘Legislative Sug 
gestions for Protection of Governmental Purchasing 
Agents,’ by Earl Warren, District Attorney, Alameda 
County, with discussion led by John Sabin, County 
Purchasing Agent; ‘‘Purchasing Responsibilities and 
Details,’ by George W. Aljian, California & Hawaiian 
Sugar Refining Corp.; ‘Progress in Governmental 
Purchasing,’ by C. A. Kelley, Past President of the 
N.A.P.A. 
MARCH 17 


Cleveland —-Plant inspection trip of the Cleveland 
Association, at the refinery of the Standard Oil Co. of 
Ohio. Dinner meeting and entertainment at the 
company's dining hall. Speaker: G. W. Hanneken, 
Manager of the industrial department. 


Toledo-— Dinner meeting of the Toledo Association, 
at the Waldorf Hotel. 


vacation films were shown. 


This was a family night, and 


MARCH 18 


Salem—— Dinner meeting of the Oregon Association, 
in charge of S. B. Gillette, State Purchasing Agent. 
During the afternoon there was a trip through the 
new State Capitol building and the modern shops of 
the State Highway Commission. 


MARCH 22 


Emeryville, Cal. - Factory visit and luncheon meet 
ing of the Northern California Association, at the 
Westinghouse Electric & Mfg. Co. 


Cheshire, Conn. Dinner meeting of the Con- 
necticut Association, at Waverly Inn. Speaker 
John Barnaby of the Massachusetts Bonding & Insur- 
arice Co. 
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AVOID THIS 
SERIOUS 
MISTAKE! 


When purchasing Safety Equipment, avoid 
‘price buying.”’ Too muchis at stake! $2.00 ] 
spent for an inefficient or incorrect device is} 
4 
: 
4 


ie Ai i i i i i i i 


i i i i i i i i i i i i ll 


wasted; $3.00 spent for the proper equipment 
that protects, is economical safety. 


Be guided by the recommendations of a sup- 
plier with experience, whose products have a 
record of dependability and service. 


Consult Pulmosan whenever a requisition 
comes through for Respirators, Goggles, 


q 
4 
4 
4 
Masks, Hoods, Safety Clothing First Aid... } 
| 
4 


in fact, anything for safety. You'll get the 
right device, at the right price. Our com- 
plete catalog is a big help. Send for it. 


PULMOSAN 


SAFETY EQUIPMENT CORP. 


Member: Industrial Safety Equip. Ass’n. ) 
176 Johnson St. Brooklyn, N. Y. } 
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Arm-and-Hammer 


Look for the 


Patented Improved Pipe 
Vise and Saddle 


chain or hinged vises at the point of work 
Write for Catalog 
ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
303 N. Francisco Ave. CHICAGO, U. S. A. 








Why Pay Big Prices 
FOR ARC WELDERS? 


Insist on Efficient 
COMMONWEALTH 


Equipment and 
SAVE MONEY 





20 to 120 Ampere Welders” - - - $59.75 
20 to 200 és - - - - 125.00 
20 to 300 sg 3 - - - 170.00 


Time Payments If Desired Write For Details 


COMMONWEALTH MFG. CORP 


Dept. H-87 4208 Davis Lane, CINCINNATI, OHIO 


















G BROS. 


Light, compact, strong, over-capacity, this is 
the Chain Vise to take on the job. | -piece jaw 
prevents the bending of smallest pipe unde 
chain—permits a tight hold. Jaws, base an 
handlearedrop forged steel; screw isalloy steel! 
The pipe Vise Saddle attaches instantly to any 
square or round post. It provides a solid base fo 
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@ Orange Core Sealing Tape holds fast from start to finish. 
Gummed with fast gripping glue that has been specially 
processed, it sticks like a leech the minute applied, and has 


the tenacity to adhere permanently through thick and thin. 


SHIPMENTS ARRIVE SAFE and SOUND 


- 


WK 


\ SEALING \ : 
Ode 


TAPE 





MOORE & THOMPSON PAPER CO., 220 E. 42nd ST., NEW YORK, N.Y. 





Louisville Dinner meeting of the Louisville As- 
sociation, at the Kentucky Hotel. Speakers: DeLoss 
Walker, Associate Editor of Liberty, °‘193S——Pros 
perity or Depression’ and George A. Renard, Execu 
tive Secretary of the N.A.P.A. 


Tulsa—Plant visit and luncheon of the Tulsa Asso- 
ciation, at the Happy Belting Co. 


Syracuse Dinner meeting of the Syracuse & Cen- 
tral New York Association, at the Onondaga Hotel. 
Motion picture on steel making, presented through 
courtesy of Bliss & Laughlin, Inc. 


MARCH 23 


Detroit Meeting of the Detroit Association. 
Speaker: Mark B. Covel of The Detroit Edison Co., 
“Buying the Proper Quantity.” 


Chattanooga Dinner meeting of the Chattanooga 
Association, at the Hotel Patten. Speaker: George 
A. Renard, Executive Secretary of the N.A.P.A. 


MARCH 24 


San Francisco Dinner meeting of the Northern 
California Association, at the Elks Club. Speaker 
Frank H. Beckmann of Beckmann, Hollister & Co., 
‘The Promised Land.’ Discussion: ‘‘What the Califor 
nia Fair Trade Act Means to the Purchasing Agent.”’ 
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Birmingham—Dinner meeting of the Birmingham 
Association, at the Redmont Hotel. Speaker: George 
A. Renard, Executive Secretary of the N.A.P.A. 


Albany——-Dinner meeting of the Eastern New York 
Association, at the Fort Orange Club. Speaker: John 
H. Van Deventer, Editor of Jron Age, ‘‘What Is Going 
to Happen to Prices? 


Seattle—-Plant visit of the Washington Association, 
at the Washington Iron Works, manufacturers of 
logging locomotives, marine diesel engines, dredges, 


and bridge-building machinery. 


Salt Lake City—Ladies’ Night, theater party and 
dinner dance of the Utah Association, at the Hotel 
Utah 

MARCH 25 


New Orleans—Dinner meeting of the New Orleans 
Association, at the Jung Hotel. Speakers: George A 
Renard, Executive Secretary of the N.A.P.A., and 
James M. Alexander of Chattanooga, District Vic¢ 
President 


MARCH 28 


San Francisco—Dinner meeting sponsored by the 
Educational Committee, Northern California Associa- 
tion. Discussion, ‘““Transportation,’’ led by Wm. ¢ 
Hubner of A. M. Castle & Co. 


Easton—-Dinner meeting of the Lehigh Valley 
Association, at the Pomfret Club. Motion picture 
shown by courtesy of the Union Bag & Paper Corp., 


illustrating the entire operation of paper manufacture. 


Worcester— Dinner meeting of the Worcester County 
Association, at the Hotel Bancroft Motion picture 
‘The Voice of Business,” and atalk by M. C. Flemings 
of the Charles Esty Paper Co., on the manufacture ot 


COTTE sponds nce pape rs 


VIARCH 29 


Oakland Dinner meeting sponsored by the Educa 
tional Committee, Northern California Association, 
at the Lake Merritt Hotel. Discussion: ‘“‘Purchas 
ing Department Records, Reports, and Library,’’ led 
by Ralph N. Jacobson 


MARCH 30 


Rochester— Dinner meeting of the Rochester As- 
sociation, at the Rochester Club. Speaker: Maj. 
John L. Griffith, Commissioner of the Western Bast 
ball Conference, President of the National Collegiate 
Athletic Association, Editor of the Athletic Journal, 


and former President of Drake University. 


MARCH 31 


San Francisco—‘‘Junior Members’ Day” luncheon 
meeting of the Northern California Association, at the 
Palace Hotel. Program in charge of the junior mem 
bers, with Chester Curry as chairman. 


PURCHASING 
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Tar and Tar Products 
(Continued from page 26) 


for the distillate from tar. Here again, specifications 
have been developed as a result of long experience, 
which has been quite convincing in demonstrating the 
superiority of a straight coal tar distillate for wood 
preservation. In the past few years, increasing limita- 
tions have been placed on the percentage of higher 
boiling constituents that are permissible, so that less 
of the oil obtained in the production of higher melting 
point pitches can be disposed of in this commodity. 
Moreover, since a pure coal tar distillate is required, 
there has been a tendency to view with suspicion oils 
which yielded fractions having a specific gravity below 
a certain minimum or which showed an unusually high 
unsulfonated residue, indicating the presence of satu- 
rated or paraffinic constituents more characteristic of 
water gas tar. However, the depression in the steel 
industry led to slow coking operations at the ovens, 
which in turn resulted in the production of some tars 
that yielded oils of exactly the character that was 
questioned, in spite of the fact that they were unques 
tionably straight coal tar distillates. These two ex 
amples are probably sufficient to illustrate the prob 
lems of the tar distiller which may result at any 
moment from changes in the operating procedure of the 
tar producer. 

While the efficiency of coal tar pitches in the preven 
tion of the corrosion of iron and steel has long been 
known, it has been only during the past few vears that 
the use of specially prepared enamels has been widely 
extended with the expansion in the construction of 
oil and gas lines. For this purpose, the relatively 
harder pitches (170° F and higher, ring and ball soften 
ing point) are combined with suitable mineral fillers 
to produce an enamel that will resist the distorting 
effect of the soil and at the same time withstand the 
stresses incident to temperature changes in the metal 
to which it is applied. Other different types of enamel 
have been developed for the internal protection of steel 
water lines and have been used extensively on some of 
the largest projects in this country. 

Coal tar pitches and oils of several types are also 
used extensively as softeners in the rubber industry. 
They have a strong affinity for rubber; mill with it 
readily and impart particularly good aging qualities. 
They are controlled by rigid specifications to assure 
their uniform performance in compounding. 

The harder pitches, those of 300° F. softening point 
or higher, are being used with excellent satisfaction as 
pulverized fuel and are also further destructively dis 
tilled for the manufacture of pitch coke. The coke is 
extremely hard and possesses high mechanical strength 


Which, together with its extremely low ash and sulfur 


content, makes it particularly valuable for the re- 
covery and refining of copper, brass and bronze scrap. 





_ Address at the Midwinter Conference of the Publi 
Group, N.A.P.A., Chicago, February, 1938 
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“Released hundreds of 
square feet of floor space”? 








Mr. H. P. Knowles, 
Purchasing Agent, 
The Fafnir Bearing Company 
@ ‘By the installation of Lyon Steel Shelving,’ adds Mr. Knowle 
‘we were able to keep within our physical limitations of buildings during a period i: 
which a large increase of business demanded extra floor space for new manufacturing 
equipment.’’ Whether your company’s problem is one of space conservation, prod 
uct protection, or service acceleration, you will find it profitable to investigate the 
advantages and economies of Lyon Storage Equipment. 


LYON METAL PRODUCTS, INCORPORATED 
3304 River Street Aurora, Illinois 


STORAGE EQUIPMENT 
LYON METAL PRODUCTS, INCORPORATED, Aurore, Illinois 


WELDING 


gives you lower costs. . . 
improved products... 
and increased production! 


IF you are not fully posted on 

what welding can accomplish 

for you, write us. Benefit b 
our experience in weld- 
ing of heavy and com- 
plicated pieces. 


S. Morcan SMITH Comma 
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IF YOU SELL TO 
BIG BUSINESS 


Dowt Miss This Opportunity? 
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1938's biggest event for U.S. purchasing agents... . 
the 23rd Annual Convention of the National Asso- 
ciation of Purchasing Agents .. . . will be held in 


St. Louis, May 24th through 27th. 


For complete news of this Convention 7856 “P. A.’s” 
will depend on PURCHASING’s May and June 


issues. 


Seasoned advertising executives regard these Special 
Convention Issues as the best opportunity of the 
year to impress the men who wield major buying 


authority for the nation’s biggest business firms. 


If you sell to Big Business, don’t miss this outstanding 
advertising opportunity. Get the benefit of the in- 
tense reader-interest, long life, extra circulation, 
exclusive coverage provided by these feature issues. 
Investigate now! Write for complete details and 


advertising rates at once. 


P Ij R k K A \ : N G ll West 42nd St.. New York 
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